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STANDARD AND CUSTOM 
REGISTER FORMS 


Developed by Royal to serve the exact needs of business 
firms everywhere. Seven to 14 day shipments guaranteed, 


CUSTOM PRINTED AND STANDARDIZED 
RAPID- S ws S ONE-TIME CARBON SNAP-APART FORMS 


Standardized snap-apart business forms with one-time carbons design- 
ed for handwritten records: invoice, purchase order, reply message, bill 
of lading, and weekly expense report. Orders of 500 sets and up can be 
crash-printed by Royal with your customer’s imprint on all parts of set. 


&é 99 COPY SHEET WITH 
ITS DISPOSABLE CARBON REG i STERS 


Snap-apart copy sheet and one- 
time carbon is modern way to 
clean, sharp carbon copies of 
typewritten messages. Fast re- 
placing old-fashioned method of 
using separate carbon and copy 
sheets. May be imprinted with 
your customer’s name,: address 
and phone number. 


Royal features all-steel and all- 
_ aluminum registers to fill the 
* special requirements of every 
# business. All registers are char- 
" acterized by fine appearance, 
rugged construction, trouble-free 
operation and unique perform- 
ance features. 





ALL FORMS SHIPPED BY ROYAL ARE MANUFACTURED BY ROYAL a /- 


for catalog, samples and prices,write 112 SIMON STREET REGISTER COMPANY 
NASHUA NEW HAMPSHIRE 
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Waterman-Bic Pen Corporation 


factory / one waterman place, seymour, connecticut / TUxedo 8-256) 


Dear Friend: 


May I introduce myself? I am C. A. Chanaz. 


You have: heard about the recent combination in the U. S. of two inter- 
nationally famous pen companies to form the Waterman-Bic Pen Corpora- 
tion. But, as our new president, I want you also to know the real 
meaning of Waterman-Bic to you, who sell pens, and to the American 
consumer. 


ABOUT OUR COMPANY: Waterman invented the modern fountain pen in 1874 and 
for 75 years has been a symbol of quality. BIC, starting in France, has 
achieved an incredible success throughout Europe, Africa, and South 
America, with a popular line of ball pens of excellent writing quality, 
mass distributed at reasonable prices. Waterman-Bic now join unmatched 
craftsmanship and industrial ability to give America quality writing 
instruments in all price classes. 








ABOUT OUR PROGRAM: We will continue to make Waterman's fine pens. We 
will manufacture the fabulous line of Bic ball pens with new high pre- 
cision equipment already in operation. We will try always to develop 
new and better writing instruments. 


ABOUT OUR THINKING: We will keep faith with distributors and dealers in 
every promise. We will support our line with advertising and promo- 
tion. We will establish fair distribution policies and live up to them 
honestly. We will maintain quality of product always. 








We are now emerging from a transition period to become, we believe, the 
rightful inheritors of the proud Waterman and BIC names. I thank you 
personally for the understanding and cooperation shown us while we have 
been getting organized. And I pledge you my cooperation ... now and for 
all time in the future. We need your help and we will work very hard to 
deserve it. 


Cordially, 


or 


C. A. Chanaz, President 
WATERMAN-BIC PEN CORPORATION 
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HEN YOU FIRST see dazzling new 
Wspringhitt Bond, you sense your eyes 
are playing tricks on you. It’s so white! 
Then you hold a sheet to the light and 
you're really amazed. No watermark! 

The truth is, new Springhill Bond is 
whiter than any other unwatermarked 
bond paper on the market. A well-known 
research lab proved that new Springhill 
Bond was measurably whiter than salt, 
chalk, even surgical cotton! 

But this remarkable new paper is more 
than just white. It’s level and uniform, 
too. And crisp. Just try to pick up a sheet 
without making a crackling noise! 


INTERNATIONAL PAPER 220 East 42nd Street, New York 17, N.Y. 


Dazzling new SPRINGHILL, BOND is 
actually whiter than pure white salt 


—YET COSTS NO MORE THAN “OFF-WHITE” BONDS! 


Compare Springhill Bond for whiteness, 
finish, opacity, and “crackle.” Once you 
do, you'll recommend it. 


Extremely printable 
We insure excellent results every time by 
cutting a sample ream from every reel 
and having it tested on actual printing 
presses. Springhill Bond is made to order 
for offset and letterpress printing. 

New Springhill Bond and Mimeograph 
are available in white and six colors in a 
complete range of stock sizes and weights. 
The Springhill line is also available in 
Duplicator and Ledger papers. 














Look for this attractive new design. Handy 
“zip” openers on 82 x 11 reams. All cartons 
polyethylene-lined to control humidity. 
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Direct mail and business publi- 


‘cations (such as this one) are 


among the country’s fastest grow- 
ing advertising media. They have 
this in common — both methods 
can be much more selective in the 
audiences they reach than can the 
mass media such as radio, news- 
papers and billboards. 

The Direct Mail Advertising 
Assn. says that from 1940 to 1958 
the money spent on direct mail 
advertising has increased from 278 
billion dollars to one billion 817 
million dollars. This is an increase 
of 553 percent. The 1958 figure 
represents an average expenditure 
of more than $10 for every person 
in the United States. Some morn- 
ings it may seem like you get your 
entire $10 quota in one day. 

Office supply dealers have a rep- 
utation for making heavy use of 
direct mail. But if your direct mail 
program is limited to readily avail- 
able billing inserts, you may be 
missing the boat. Your own cus- 
tomers are your most valuable 
source of additional sales volume 
at low cost. One expert says that 
it is a waste always to write to 
such a large and interested follow- 
ing on relatively minor subjects. 
He suggests that instead of bas- 
ing an insert program on what is 
offered to you, you should reverse 
the initiative, decide what is de- 
sirable and then create it. 

Two articles in this issue are de- 
signed to help you improve your 
direct mail advertising. One con- 
cerns mailing lists and the other 
gives ideas for making your mess- 
age stand out when the morning 
mail bag is emptied on a_pros- 
pect’s desk. 
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BPA 





MODERN STATIONER is published monthly by Davidson Publishing Company, Publi- 


cation office, Duluth, Minnesota; Editorial and Executive offices, 1 


East First Street, 


Duluth 2, Minnesota; Business offices, 250 Fifth Avenue, New York 1, New York; 
Marshall Reinig, president; Robert Edgell, executive vice president; Harold O. Shively, 


vice president; Anita Reinig, secretary, Gene Kuefner, treasurer. 


Subscription rates, 3.00 per year; Canada and foreign, $5.00 per year. 
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EATON’S 
National 
Advertising 
Will Increase 
Your 
Stationery 
Department 
Sales 








You] ea talent for che sing gifts 


Gifts of Beauty— Personality Perfect 
S Fine Letter Paper st ngs are s ndiv dual, each 
rt © type of per nd. For Christ 





tATON Se FINE LETTER PAPERS 


YOUR CUSTOMERS WILL SEE _THIS PAGE, IN FULL COLOR, 
will dramatically showcase Eaton’s variety of top 
EATON’S GIFTS OF BEAUTY stylings. Other Black and White insertions in leading 
ADVERTISED IN magazines will bring still more customers to your 


store, for Eaton's nationally-advertised Gifts of Beauty. 
Ladies' Home Journal * New Yorker BE READY 
House Beautiful « Holiday * Charm od = aaeee nave eaves 
you have ever had. Avoid the Christmas rush by 


’ 
Today's Secretary planning your tie-in promotions now. Use Eaton’s free 








promotional services . . . newspaper mats . . . radio 
12 Insertions Through November and December Will scripts . . . engaging new colinter and window dis- 
Bianket The Nation, And Be plays to promote America’s most excitingly-styled 
Read By More Than 36,000,000 Magazine Readers. line of Fine Letter Papers. 
ft ogre s. 
EAT l_Cy an 5 imap, » Wine Letter Papers | 
TN, & 
“tie prt 


EATON PAPER CORPORATION ¢ PITTSFIELD, MASSACHUSETTS 
Showrooms: NEW YORK, 475 Fifth Avenue ¢ CHICAGO, 6 North Michigan Avenue 
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CAPSULE COMMENTS 


“Ingenuity and originality are our greatest needs in product development, sell- 
ing and merchandising. The American consumer is demonstrating traits these 
days that are exactly opposite to complacency. The consumer wants new ideas 
and new merchandise, better design, easier and more convenient shopping.” 
Joyce C. Hall, president, Hallmark Cards, on eve of company’s golden anni- 
versary. 





* * * * 


“Billions are spent for equipment to produce and handle the products and 
services business sells, but employees at the business end of business, at the 
sensitive nerve center of management, are too often asked to work in a penny- 
wise-pound-foolish atmosphere which depresses pride, initiative, loyalty and 
ability.” —A comment on “Equipment for Brainpower” in Trends, direct mail 
quarterly available to dealers from Wood Office Furniture Institute. 

* * * * 
“Evidence that this is indeed a ‘paperwork’ age is the estimated 25 million 
cubic feet of records in federal government files .. . Since 1900, the percentage 
increase in the number of office workers has been four times that of factory 
workers.” —Lester B. Knight & Associates, consulting’ engineers. 

* * *% * 
“U.S. Leasing Company recently borrowed $50,000 from the First National 
Bank of Des Plaines, Illinois; then used the $50,000 to purchase office equip- 
ment and leased it to the same bank. G. R. Wilson, cashier, said, “We got a 
good return on the loan to U.S. Leasing — 5 percent, and that was good busi- 
ness for us, irrespective of the leasing arrangement. The $50,000 the bank 
would otherwise have spent was invested in securities at a good rate of re- 
turn.” —From Murphy-Miller brochure on leasing. 

*% *% * * 


“This promotion is a refreshing opportunity to glamorize what is ordinarily a 
seemingly drab product. Anything that stirs imagination is a shot in the arm 
to merchandising and I wholeheartedly indorse this type of promotion.” — 
Pencil Week comment by Bruce V. Rogers, assistant manager of H. S. Crocker 
Co., Fresno, Calif. 

* *% * * 
“Today it’s tougher than ever to poke through in this madly communicating 
world. It’s more difficult than ever to get a prospect alone by himself without 
hundreds of bids for his attention. With direct mail, however, we can do this. 
When our prospect picks up our envelope, we have him at our command. But 
to win him takes creative skill.” —Richard Schlesinger, vice president, sales 
promotion and advertising director, Carson Pirie Scott & Co., Chicago. 

* * * *% 
“Today’s successful small retail store manager must be a many-sided individual: 
financial manager, buyer, executive, advisor, citizen, boss, diplomat, creator, 
innovator, planner, improvisor and psychologist — hoth a doer and a thinker. 
Add up all his assets and these positive traits stand out leadership, flexibil- 
ity, self-confidence, vision and open-mindedness.” —SBA Small Marketers Aid 
No. 39. 





*% = * * 
“The gentlemen who practice and preach Motivational Research have told you 
that price and value are not nearly so important as retailers had long assumed, 
that customers are buying prestige, packaging convenience, assurance, service 
and so on. In short, it has been discovered (or re-discovered) that people be- 


have like human beings . . . which some of us have suspected for quite a few 
years.” —Edward Prager, president, Edward Prager Advertising Agency, Bal- 
timore. 
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Portable Typewriters 1 
“Addo-X, Inc.” announces 
the new Adler Portable models, 
the Primus and the Junior, both 
available in pica and elite type 
styles. The machines’ “touch” 
is precision engineered to give 
the feel of a large size office 
machine. The Junior model has 
a seven-stop, handset tabulator, 
and '% space line setting among 
other features. The Primus 
model has key-set tabulator, pop-up paper rest and end of line 
indicator and special hole on line finder for ruling perfect 
lines while typing. Both models have modern-styled carrying 
cases. 





Vertical Files 2 

A new line of steel, vertical file 
cabinets called Eas-O-File has been 
introduced by Fraser & Johnston Co., 
San Francisco. The new line features 
disappearing doors operating on nylon 
bearings, flush sides, baked enamel 
finish, versatile divider relocation for 
file control and neat appearance. The 
units are shipped completely assem- 
bled. Eas-O-Files are available in 
standard or legal size with five or six 
shelves, with or without doors and 
locks. Standard grey or green finishes are available, and 
special colors may be ordered. 





Spray Adhesive 3 

The development of a new type of 
adhesive in a pressurized spray can 
has been announced by Hudson Photo- 
graphic Industries, Inc. The new’ 
spray-on adhesive, known as Quik 
Stick, is colorless, odorless and non- 
toxic. It can be used to hold any 
smooth surface, such as paper, plastic, 
photographs, news clippings, artwork, 
proofs or blueprints to any other 
smooth surface. Materials may be re- 
moved and replaced in different posi- 
tions or on different surfaces many 
times, and still retain their adhesive 
coating. List price is 98 cents per can. 








Address Book 4 

A new loose-leaf telephone-address 
book has been added to the S. E. & M. 
Vernon line. Made of smooth hazel 
Fabrikoid, this 84%2” by 5%” book is 
attractively packaged in a gift-giving 
two-piece box clear acetate cover 
and decorative gold-wrapped bottom. 
The new, flexible covered book, de- 
signated as No. R-7512, has bright, 
nickel plated rings, a 26-division index 
of heavyweight buff stock with simu- 
lated leather tabs stamped in gold, and 





an 80-sheet filler in watermarked white. 








Vertical Sheet File ~ 

Plan Hold Corp. announces a 
re-designed vertical file for sin- 
gle sheets. It combines the ad- 
vantages of vertical filing with 
the convenience of handling 
only one sheet at a time. As 
many as 150 individual sheets 
up to 42” wide can be filed in 
only one lineal foot. Each sheet 
is attached to its own aluminum 
hanger with aluminum foil “kum-kleen” adhesive fasteners, 
The hanger is notched to fit a special rack which can be 
mounted on the wall at the height determined by the length 
of the sheets to be filed. 





impregnated Cleanser Paper 6 

yt A new impregnated-paper hand 
cleaner that will remove all of the 
stains normally encountered in the 
office or print shop has been in- 
troduced by Kee Lox Manufactur- 
ing Co. The new paper called 
Spirit Away is especially recom- 
mended for removing all stains as- 
sociated with office procedures, in- 
cluding those caused by spirit 
carbon, hectograph carbon or rib- 
bons, hectowriter ribbons, or inks 
: used with mimeograph, multilith, 
Sod as a or multigraph machines. It is also 
: effective in removing printers ink 
and paint. The paper is packaged 25 sheets per pack, 12 packs 
to a box, in heat sealed, transparent polyethylene wrappers. 
Each 7” by 7” impregnated sheet is used once. 


Plastic Rulers 7 

Rulers designed for a variety 
of purposes and uses are in- 
cluded in the line manufactured 
and marketed by Sterling Plas- 
tics Co. There’s a 6-inch pocket 
ruler with raised inking edge, a 
12-inch plain ruler (with am- 
ple space for imprinting, if de- 
sired), a 12-inch deluxe ruler 
that fits all standard 2 and 3 
ring binders, and a_ 12-inch 
ruler with lettering guide for students and artists. All are pre- 
cision molded of durable plastic with accurate, permanently 
bonded graduations. 





Dummying Aid 

A new way to accurately indicate blocks of copy on layouts 
and comprehensive dummies has been developed by The Craft- 
tint Mfg. Co. The new product, Copy-Block, is a thin gauge, 
self-adhering acetate sheet printed to give the impression of 
indicated lettering. This new shading medium is designed to re- 
lieve artists, layout men from the tedious job of drawing even 
pencil lines to indicate a block of copy. Copy-Block is available 
in the three size types generally used in body copy—8, 10 and 
12 point—and contains the normal leading found in text matter. 
Retail price is 85 cents per sheet containing 96 square inches 
of usable surface. 
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“Instant” Gift Wrap! 


Kapid Ribbon. « 


S-T-R-E-T-C-H-A-B-L-E PLASTIC LOOPS 





4 





























NOW...decorate a package 
in just 3 seconds! 





Economical! Average cost: a penny a loop! 
Simple! No clerk training necessary! 
Attractive! Looks and feels like satin! 


Available in a choice of practical sizes, RAPID 
RIBBON not only decorates but elasticity holds 
packages securely. Saves time, saves money, 
pleases clerks, and adds that valuable ‘“‘touch” 
to your packages. No cutting, no tying—you 
just slip it on. Wide choice of colors, widths, 
and printed designs (we'll even imprint it with 
your own name!) 

Write now for free samples of Rapid Ribbon! 





LOOK! 
Ribbon and Bow 


ALL 
IN 
ONE 


With attached ready-made 
bow ... just slip it on! 


RAPID RIBBON DIVISION 
Chicago Printed String Company 
2300 Logan Boulevard, Chicago 47, II!., Dept. MSO - 99. 





With attached Satintone 
pull-out bow... just pull 
out bow loops ... slip it on 
... There’s your package— 
beauty wrapped! 


(0 Send free samples and complete information on 
time-saving Rapid Ribbon loops. 
(0 Have your representative call on me. 





Name schiaatastndiibainaeiiae 





Rs Snctadnpanioninatinemnesie ssoesisassipiasislinaiaiiaanigial 


Ne iiliasccinaichacdannaeentiesnaiate Zone State__ 


*patent no. 2,851,787 wo 
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“CARNIVAL 
OF 

COLOR” 
FROM 
COLORBRITE! 





















Colorbrite 


“spring” in the Lead! 
«<—  f 








T.M. Reg 
U.S. Pat. Off 





Resiliency! That’s one of the 
most important qualities of the 
lead in Colorbrite business pen- 
cils. It means that Colorbrite colored 
leads are not brittle... stay crystal 
sharp. It means that these leads are 
hard —yet flexible...hold their points 
longer without breaking. In 26 dif- 
ferent colors—to make every vital 
business detail color bright! 
1i-—_—— 


Colorbrite 


Brings You a ‘‘Carnival of Color!”’ 





* 


110th Anniversary, 1849-1959 


EBERHARD FABER 


WILKES-BARRE, PA. © NEW YORK ¢ TORONTO, CANADA 
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NEW PRODUCTS. . 


Drawing Table 


Anco Wood Specialties, Inc., an- 
nounces that its Leader drawing 
tables are now manufactured with 
the new natural lacquer finished 
hardwood base. The table is avail- 
able in the three most 


ple functional design, 


struction and clear pine 
natural finish, cast metal arcs and 
large knobs for easy tilt adjust- 


ment from 31” to 42”. 


New Duplicator Line 





are sold in over 50 countries throughout the world. Designed 
for systems and general duplicating, the group consists of more 
than 25 different models. They are being exhibited and demon 
strated in a new showroom at 425 Park Avenue, New York. 
Introduction will be in the New York area with gradual ex 
pansion of distribution nationwide through company branches 
and dealers. A complete line of masters, carbon paper, and 
other supplies is available. 


Tape Machine 


A new table model electric gummed 
tape machine designed 


“thermo-moisten,”’ cut 


tape in a fraction of a 
been announced by Better Packages, 
Inc. This electric machine, 
Pack 555, features several new devel- 
opments to speed sealing, 
mixed carton sizes rapidly, 
fatigue factor, economize on tape, and activate the glue thor- 
oughly for secure closure. The machine has length selector 
keys which operate with “touch-button” action. Price is $215. 


Stencil Kit 





popular 
board sizes. Features include sim- 
con- 


measure, 
and_ deliver 


second has 


in 


10 

Copease Corp., national dig 
tributor of photocopy machines 
and supplies, is now the U. § 
distributor of Banda _ Spirit 
Duplicators. Known as Cop 
ease-Banda Spirit Duplicators, 
the machines are manufactured 
in England. Banda duplicating 
machines have been made for 
over a quarter of a century and 


VW 


Better 


handle 


reduce 





12 

Garvey Corp., manufacturer 
of marking devices and ship- 
ping room supplies, has an- 
nounced the addition of the 
Fast-Mark Stencil Roller Kit 
to its line. The new kit con- 
tains all elements needed to 
convert to the “roller” meth- 


od. Typical applications include addressing and marking drums, 
crates, boxes, cartons and containers of most types of ma- 
terials—paper, metal, rubber, wood, fiber, plastics, etc. The 


entire kit is packaged in a sturdy corrugated board box and 
sells for $10.95 with black ink and $11.95 with colored ink. 


Plastic Base Carbon Paper 13 
A new, long wearing, all-purpose plastic base carbon 
| paper has been announced by Kee Lox Manufacturing Co. 
Called Balanced Brand, the new paper offers extended service 
and eliminates the need of stocking several types of paper. 
The company says the new carbon will fulfill all normal mul- 
tiple-copy requirements of the average office and it is suitable 
for use with almost any type of machine. 


10 


(Continued on page 56) 
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Full-Line Oxford dealers 
will have the selling power 
of this new full-line Oxford 

filing supply catalog to work 
for them this fall 
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%& 56 Pages 
% Four-Color Illustrations 


¥& Full Information On 
All Oxford Products 


¥%& Nine Full-Color, Two-Page 
Spreads Showing: 


FILE FOLDERS 
PENDAFLEX. 
FILE GUIDES 
INDEX CARDS 
CARD GUIDES 
FILES 
RED FIBER 
FLEX INDEX 
SPEED INDEX 
SHELF FILING 
ROL-LABELS 





ORDER 
YOURS NOw'!| 








(Oxford 
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SYSTEMS AND EQUIPMENT 










OXFORD FILING SUPPLY CO., INC. CLINTON ROAD, GARDEN CITY, N. Y. 


Order these catalogs imprinted with your name instead of Oxford’s name 
















of this new full lin 
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fling supply catalog to work 
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Over 150 stock items of folders 


That’s why you can find in the Oxford line the exact folder you 
need, for any service, any system, at any price. 


Your first choice could well be the Oxford 100 LINE*, the premium 


grade folder that has made thousands of friends for Oxford. 


But all Oxford folders have these values in common: Mill control 
of the paper stock, fully automatic manufacture, and rigid inspec- 
tion, to Oxford standards of uniform high quality. That’s why more 
Oxford folders are sold today than any other brand. 





STRAIGHT CUT HALF CUT THIRD CUT 


pts 
& pts : 
pts : 
pts 
pts | 
pts j 


“PADDED SHOULDERS” 
ON OXFORD DUBL-DEEP 
REINFORCED TAB FOLDERS 
PROTECT POINTS OF 
GREATEST WEAR 





: lightweight 


medium weight 
heavy weight 


: extra heavy weight 


pressboard 


A point is .001 inches 
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This heading is typed 
Oxford ROL-LAE 





der you 


remium 
For typed headings on folders use 


control Oxford ROL-LABELS or Oxford DRI- 


inspec- LABELS. See back page of this catalog 
y more 








This heading is typed o: 
sensitive Oxford DE 


for colors and stock numbers. 





FIFTH CUT TWO-FIFTHS CUT PRINTED TAB 






































































(Red Fiber, Durox, and colored 
folders tabbed to order in any 


tab cut.) HOW TO SELECT THE PROPER Fi 
Tab style 


Tabbed folders in staggered positions provide faster filing 
because several headings are visible at one glance. 


Double Top, Kraft 


Double top folders permit the use of a lighter weight folder, 
with a saving in both cost and file space. Kraft or Red Fiber 
folders often are selected because contrast with white paper 
contents makes misfiling in adjoining folders less likely. 


Heavy Duty Folders 


Expanding Pressboard and Durox folders have the capacity 
and rigidity needed for filing bulky papers. 

Fasten important papers together in binder folders, equipped 
with the new space-saving Oxford Lesspace fastener, or with 
Acco fasteners or Oxford brass prongs. 


Printed Tab Folders 


A to Z Printed tab folder sets are useful as miscellaneous 
folders in small files. A set of 1 to 31 folders and a set of 
month folders make a perfect follow up file. “OUT” folders 
are substituted for regular folders removed from the file. Name 
of account and borrower is noted on front flap, and new papers 
are filed in it until regular folder is returned. 





Tabbed to order 


If you require specially tabbed folders, you can have them 
tabbed to order, at the same price as stock folders. 


FILE FOLDERS 22°72 
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OXFORD, Garden City, N. Y. 


QUANTITY COST 
1000 13¢ EACH 
500 lo¢ 
200 1g¢ 


(_] |am a franchised Pendaflex dealer, and sell the Oxford 
general line. (If not, and you want to qualify for the 
catalog, write for details.) 


(_] Here is my order for catalogs. 


The imprint (Store name, address, telephone) should 
read as follows: 
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in Osi 
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MODERN STATIONER AND 
OFFICE EQUIPMENT DEALER 
Washington, D. C. 
August 15, 1959 


The Fair Trade bill is dead for 1959, barring a legislative miracle. 
The House bill introduced by Rep. Oren Harris (D., Ark.), commerce com- 
mittee chairman, had a brief airing before the rules committee in early 
August, but no action was taken, 

























The companion bill sponsored by Sen, Hubert Humphrey (D., Minn.) is 
buried deep in a senate commerce committee pigeonhole. The chairman of the 
subcommittee is Sen, Strom Thurmond (D., S.C.), who is firmly convinced that 
national Fair Trade is an invasion of states' rights. The subcommittee 
took a secret vote of its five members and decided to take no action on the 
legislation this year. 


Both the House and Senate bills will still be around in 1960, but 
sponsors will have to get an early start because the session will be much 
shorter next year as a result of the national conventions in July. 


Retailers aren't having much luck in Congress this year. The other 
two bills in which they are most directly interested are also reclining in 
committee pigeonholes. These are the measure to bar manufacturers from 
selling to their own stores or to the ultimate consumer at prices lower 
than those charged independent retailers and the one to require manufactur- 
ers to sell to wholesalers cheaper than to the big retail chains. 





The Fair Trade bill will pass next year if sponsors can pry it out of 
the house rules committes and the senate commerce committee, but there is 
no chance for the other two, 


The Senate finance committee has come up with a new gimmick for the 
House-passed bill which would let store owners and other self-employed 
persons take a tax deduction of up to $2,500 per year for amounts set a- 
side for retirement plans. Several committee members have indicated they 
will go along with the bill if an amendment is added which would require 
store proprietors to set up pension plans for their employees in order to 
take advantage of the bill's benefits, 








The American Retail Federation is polling its members on the proposal. 
Early returns from the mail poll indicate that a majority of retail store 
owners will go along with it. Even if the bill gets through Congress, how- 
ever, it almost certainly will run into a veto by the President. 


The Revenue Service is moving toward making tax filing chores a little 
less burdensome for next year. It is adopting a punch card version of 
Form 941, the employers' quarterly federal tax. The new blank, Form 91-T, 















has. been undergoing tests in 15 revenue districts around the country. 
Also being revised is the W-2 withholding form. The new forms are ef- 
fective now, but IRS says anyone can still use the old We2's for the rest 
of the year, 


In the final stages of preparation is a new short form for individual 
taxpayers, Form 10,0W. It is a two-page form which may be used by any 
taxpayer, regardless of the amount of salary, if he earns not more than 
$200 in dividends and interest. The new form will be ready for use for 
calendar 1959 filing. 


The Small Business Administration thinks a trend may be starting in 
the action of a group of wholesalers in obtaining an SBA license to operate 
an investment company which will finance the invasion of shopping centers, 
expansion of store space, purchase of modern equipment, etc., by the inde- 
pendent retailers whom the wholesalers serve, 








Though this is the first such action, SBA officials have long empha- 
sized that there is nothing in the Small Business Investment Company Act 
which tars large or medium manufacturers or wholesalers from setting up 
investment facilities to help finance their customers. 


Interest rates charged by the score of investment companies now 
operating are pretty rough. SBA reports that the rates range between 12 
and 15 percent at the highest level and between 8 and 10 percent at the 
lowest level. Proprietors and partners are not eligible for short term 
loans from the companies unless they incorporate. They are restricted to 
long term loans, 


The Commerce Department's Business and Defense Services Administration © 
believes sales of greeting cards are soaring. Though it has no direct 
figures on sales, BDSA reports that production workers in the industry in- 
creased by 15.6 percent last year. 








BDSA estimates that production of fine papers will increase from 
just under 1.7 million tons last year to 1.8 million tons in 196l. 


The Internal Revenue Service has issued Treasury Decision 603, 
which spells out in great detail rules for determining and claiming de- 
ductions for bad debts. Among the rules are provisions for allowing a 
taxpayer to take a deduction either for debts which became worthless in q 
whole or in part or for "a reasonable addition to a reserve for bad debts." | 
The choice is subject to later approval by the district director upon 
examination of the return. Once a method is selected it must be followed 
thereafter unless a change is given specific approval by IRS. 











If a taxpayer, in computing taxable income, values his accounts re- 
ceivables at their fair market value when received, then any deduction for 
bad debts mst also be limited to fair market value, even though this is 
less than face value. 


Final red ink figures on the national budget for the fiscal year ended | 
July 1 showed a deficit of $12.5 billion . . . Small Business Administrator ™ 
Wendell Barnes has come out in opposition to any weak labor bill which does ~ 
not protect small firms against abuses occurring under the jurisdictional 
gap occurring between state and federal laws on blackmail picketing and 3 
secondary boycotts. He points out there are 27 million people in the small © 
business community, owners and unorganized employees, 














Here is a full-time sales producer. ..Protectall’s 
electrically operated customer stopper that 
stimulates business on your showroom floor or 


in your showroom window. 


/ ‘§ Top ; . 7 Field tested . . . it never stops selling for you. 
ps WORRIES ee THE FLAMES FLICKER ... 
4 PROTECTALL THE MESSAGE FLASHES ON AND OFF... 


IT’S COLORFUL... IT’S DRAMATIC! 


rts Tie —<—— 


PROTECTALL SAFES 
320 Fifth Avenue New York 1, N.Y. 


FACTORY: Hamilton, Ohio 
DISTRIBUTORS: N.Y.City Chicago LosAngeles Tacoma 


*Order two files — either letter 
or legal — C or D label. The 
insulated file sales producer 
will be rushed to you with your 
order. All you do is plug it in 

. it comes complete, ready 


to help you sell. 


FOR SPEEDY DELIVERY 
USE ORDER COUPON BELOW 


320 Fifth Avenue, New York 1, N.Y 


Rush me more info I 
rmation on PROTECTALL’S EL 
ECTRIC DISp 
NAME__ “ 


FIRM_ 


eee 


@ division of The Mosler 


Safe ' 
TRE GREATEST NAME nee one... 


IN SAFES 








CRAFTINT 


eives you the Biggest 


This is THE line! The line with the BIG appeal . . . the line 
with proven BIGGER re-orders .. . naturally it’s the line 
with the BIGGEST profit! It’s an entire family of paint-by- 
number sets . . . with just the sizes . . . just the subjects... 
just the prices to please everyone (especially YOU)! Sets are 
packaged with style .. . and filled with quality paint-by- 
number supplies. Series 100 retails at $1.00... Series 175 
at $1.75 ... Series 200 at $2.00 and on up to Series 700 at 
$7.00. So, get the BIGGEST profit with the BIGGEST line 
... see your CRAFTINT jobber, or write today! 


THE CRAFTINT MANUFACTURING CO. 
1615 Collamer Avenue * Cleveland 10, Ohio 




















MILLE 


( ~aftint (00 


- = = for more details circle 123 on last page 
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In my 


Opinion 


Is It ‘Goodby, Office Supply Salesman?’ 


“| his mammoth memory file,” 
the news release said, “will 
contain an up-to-the-second in- 
ventory on finished goods, work in 
progress, back orders and _ sales 
data on every item in the line. 
It will also know the names 
and addresses of every customer 
as well as shipping instructions for 
each, and it will keep a running 
total of each customer’s purchases. 
Any part of this vast file of in- 
formation can be recalled in a 
fraction of a second . . . The com- 
puting part will simultaneously 
process an order and update all in- 
formation related to the order, all 
in about ten seconds.” 

The story about electric com- 
puter installation had a message 
between the lines for stationery 
and office equipment dealers. No- 
body knows exactly what the 
message is yet — some fear it 
means, “Goodby, office supply 
salesman. We have replaced your 
files and folders, your mountain of 
forms with a maze of tubes, tran- 
sistors, wires and tape.” 

Someone is finally taking a 
closer look at the message be- 
tween the lines. A translation, with 
commentary, so to speak, will be 
given to dealers at this fall’s con- 
vention of the National Stationery 
and Office Equipment Assn. 
(NSOEA) in a presentation on 
“Automation and the Stationery 
Industry.” 

The fact that this problem is 
now being studied in detail calls 
for bouquets all around — to the 
Association; to John Brain, its 
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president, who focused attention 
on the problem in a series of 14 
speeches this spring; and to Har- 
bridge House, the research and 
consulting firm that no doubt will 
cover the subject in the same cap- 
able way it covered the sales man- 
agement field for NSOEA 
inars. 

Mr. Brain made two personal 
recommendations for the industry, 
as we reported in an earlier issue. 
This was one of them. 

“IT wonder whether collectively 
we should not, through this associ- 
ation, initiate research in product 
forecast to prepare the retail sta- 
tioner to participate in distribut- 
ing the supplies and products that 
will be required in the push-button 
future.” 

In some areas the future is al- 
ready upon us, with direct selling, 
specialty men offering our custom- 
ers new and more efficient methods 
of data processing and _ storage, 
data reproduction and data com- 
munication. Repetitive chores such 
as invoicing and filing constitute 
a major workload and cost in every 
office. Yet these very chores, the 
volume routines, are the easiest 
of all to handle automatically with 
the new systems. 

Case histories at the NSOEA 
meeting in Chicago will show that 


sem- 


automated office operations are not 
limited to the large companies, but 
are finding a place in smaller firms 
and branch offices as well. 

Surely, stationery manufacturers 
as well as dealers will be listening 
closely to the presentation to learn 
of any opportunities to develop a 
new product or service. 

These are some of the questions 
that will be covered. 

Can a stationer move into the 
market as a distributor of some 
or all of the supplies—tape, cards, 
discs, magnetic marking devices- - 
used in the automatic systems? 
Who is selling these now? 

How far can the stationer go 
in selling and servicing the basic 
tools of automation, the machines 
and systems? What limitations are 
imposed by engineering and ser- 
vice requirements? 

Is there an opportunity for sta- 
tioners among smaller firms who 
use automation on a service basis 
from an independent “figure fac- 
tory” or service bureau? 

It sounds like information we 
can all use if we want to make 
certain that no customer of ours 
says goodby to the office supply 
salesman. 

Congratulations, again, to the 
people responsible for this timely 
presentation. 





MacethO Shaved, 





rant Collier, sales manager of 

Office Outfitters Co., Birm 
ingham, Ala., believes in letting 
his salesmen decide when to give 
discounts and when not to on 
large orders. A_ sliding scale of 
commissions is in effect, however, 
so that as company profits vary on 
an order, so do those of the sales- 
man. 

This kind of flexible sales man- 
agement that still keeps a tight 
grip on company profits is not an 
easy thing to establish, but Office 
Outfitters seems to have done it. 

Mr. Collier describes the pro- 
gram as an informal one in which 
each salesman, with a minimum of 
supervision, realizes his stake in 
the company’s profit showing and 
makes it a point to see that each 
order he writes is a profitable one. 

The sliding scale of commissions 
provides the key to the success 
of the plan. On orders sold ac- 
cording to the book, the salesman 
gets a full regular commission. If 
a 10 percent discount is allowed to 
the customer, the salesman’s com- 
mission is cut by 3314 percent. 
A 15 percent discount brings the 
salesman a deduction of 50 per- 
cent on the commission. And an 
order with a 20 percent discount 





(maximum the firm allows), the 
salesman’s commission drops by 
662, percent. Needless to say, the 
salesmen hate to give discounts 
and grant them only in cases 
where they are sure the size of 
the order makes it worthwhile. 

The actual commission are de- 
cided by the store manager of 
furniture and equipment on all 
items coming under their various 
departments. On any orders where 
unusual costs are involved for 
freight, delivery or installation the 
commission is calculated as a per- 
centage of the net profit. 

These two men are also paid on 
a commission and it is to their 
personal advantage to see that 
everything is handled on an equit- 
able basis. It is also their option, 
though rarely used, to refuse to 
handle any order which they do 
not feel would be worthwhile for 
the firm. 

“In the sales situation,” Mr. 
Collier says, “the salesman is the 
firm. He states our policies and 
makes our decision. When in doubt 
on an order he can always contact 
me for advice, but we stand be- 
hind any decision he makes.” 

Mr. Collier is in a better posi- 
tion than most to place such con- 








fidence in his men, since all of 
them are well experienced aid es- 
tablished with their accounts. His 
14-man sales force includes several 
25-vear men. 

The salesmen do not specialize 
and their accounts are not ar- 
ranged geographically. The firm 
tries to balance the sizes and types 
of accounts called on by each man, 
so that none will be working at 
a disadvantage. The large accounts 
which demand volume discounts 
are distributed evenly among the 
salesmen. 

Each man’s accounts will vary 
somewhat from year to year. If 
one man is not successful in sell- 
ing to a particular account, it is 
given to another salesman, who in 
turn will pass it on to a third if 
necessary. Eventually almost 
every account will fall into the 
hands of a man who can sell it 
successfully. Albert Weaver, presi- 
dent of Office Outfitters, believes 
the personal equation in selling is 
of prime importance. 

“T might call on a man for a 
year and not sell him a thing,” Mr. 
Weaver explains, “wheras he might 
buy from another man on the first 
call. He just might not like me 
for some reason. When a man 


The Salesman Sets 


Within limits, and with proper 


controls, it is possible to follow 


a flexible pricing policy — 


one that allows outside salesmen 


to use their own experienced 


judgement in offering discounts 
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works on an account for six 
montlis or so and isn’t getting any- 
where, we try to find a man who 
will be more successful with that 
account. In asking around, it often 
turns out that some other sales- 
man knows somebody at that ac- 
count, in which case we give him 
a crack at it.” 

The average salesman for Office 
Outfitters services from 100 to 200 
accounts. These include printing 
accounts. The company has _ its 
own printing plant and does print- 
ing of one kind or another for 
about half of its customers. All 
of the salesmen sell printing, and 
they particularly like printing or- 
ders because no discounts are al- 
lowed. 

The company’s main competi- 
tion for the — printing 
comes not from other stationers, 
but from small job shops. There 
also are large industrial accounts 
which have captive plants that do 
their own and others’ printing. 
Local job shops, Mr. Weaver Says, 
often wage price wars in which 
Office Outfitters does not partici- 
pate. 

“We meet price cutting on print- 
ing by giving superior service, and 
practically all of our printing is 


business 


done for regular stationery cus- 
tomers of ours, who know and ap- 
preciate what we 
them.” 

The flexibility that salesmen are 
allowed in pricing merchandise for 
established 


are doing for 


accounts is not as 
broad in rating the potential and 
the credit of new accounts. 

Working closely with local con- 
tractors is one method the firm has 
found for increasing business and 
developing new accounts. “We find 
out from contractors what equip- 
ment will be required in buildings 
they are working on,” Mr. Weaver 
explains. “They are not, of course, 
interested in obtaining the office 
equipment orders. They obtain for 
us the architect’s recommenda- 
tions, so that we can go to the 
future occupant and show him the 
lines that have been suggested 
for use in his office. This has been 
a valuable source of new business 
for us.” 

Many of the accounts obtained 
in this way are firms just moving 
into Birmingham and Mr. Collier, 
the sales manager, believes in rat- 
ing each account carefully as to its 
potential. He also checks the 
credit rating. 

“Credit is like poker,” he Says, 


the Price 


Left: 


Albert Weaver, right, president of Office 
Outfitters, Inc., Birmingham, Ala., and Grant 
Collier, sales manager, attach great im- 
Portance to the personal equation in selling. 


Right: 


With a recently expanded printing depart- 
ment, Office Outfitters does printing for 
about half of its stationery accounts. Sales- 
men like to sell printing because there are 
No discounts on these orders. 
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“everybody can draw a bad hand 
from time to time, but there are 
rules to the game that can cut a 
good player's losses to a minimum. 
Credit is a necessary service, but 
a costly one. Before we open a 
new account we check carefully 
into its history and its business 
outlook.” 

Some accounts, of course, can 
be rated merely by their name and 
reputation, such as large national 
companies. In the case of little 
known firms, an investigation is 
usually made to determine the 
type of business, credit rating in 
other areas, and so forth. If a new 
business does not look like a par- 
ticularly good prospect, the sales- 
man who has been given the call 
will be told. He will still call on 
the prospect, but he will exercise 
judgement in accepting orders. 

The firm tries to avoid carrying 
unyielding accounts that will not 
be active enough to justify carry- 
ing them. It costs about $4.85 to 
set up a ledger card and file for 
a customer, Mr. Collier estimates 
including the cost of a credit re- 
port, and he feels the expense is 
not justified if a customer is un- 
likely to use his account very of- 
ten. Because the company is care- 
ful in accepting accounts, it has 
very few 
credit files. 

Within the limits described, Mr. 


Collier also believes the outside 


inactive cards in its 


salesman is his own best manager. 





































A Space-saving Installation 


Work surface was not sacrificed 
when a Scranton dealer was called 
; on to furnish a long, narrow clerical 
————————— —— arenes 4s ae : area 


Byers & Lawler, Scranton, Pa., 

“recently worked out a_ plan 
with officials of The Capitol Ree- 
ord Club that provides work sta- 
tions for 166 employees on_ the 
clerical floor of the Record Club 
building in Scranton. 

Using modular steel units, a plan 
was devised so that “T” shaped 
arrangements were put together 
in groups for each working unit 
and the center modular tables used 
as sort of a hand-operated con- 
veyor over which work could pass 
from one clerk to another without 
Two views show the “Z” and “T” arrangements of modular furniture to conserve space in an the need for any clerk to leave 


tellecti 


ion at Scranton, Pa. 








(Photos courtesy Metalstand Co.) her chair. ; 
On the same floor “Z” units were 


installed for the correspondence 
section. The units were arranged 

in a staggered pattern so that the Z 
required number of desks could be 
placed in a particularly narrow 
part of the building and still main- 
tain adequate aisle space. 

It’s estimated that these novel A 
arrangements of modular units re- 
sulted in saving 24% square feet 
of floor space per person while 
providing the same working area 
as offered on standard 60x30 dou- 
ble pedestal desks. The client was 
pleased with the combination of 
space conservation and maximum 
work surface, the efficient work 
flow and the easy cleaning and 
maintenance. 

Harris & Lawler also installed 
modular furniture of different de- 
signs for 14 private offices of ex- 
ecutives. 
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A direct line runs from Mr. Jayne's office in Oklahoma City to the 
office of A. D. Black in Norman, Okla. Mr. Jayne handles the 
operating end of Empire Leasing Corp. and the two officers frequent- 
ly find it necessary to confer by telephone. (The telephone, they 
point out, is one of the most common pieces of leased equipment.) 


A New Specialty -- 


f the dealer doesn’t offer cus- 
tomers a chance to lease office 
equipment, it’s likely that some- 
one else will. This has happened 
in Oklahoma City where a new 
corporation stocks no merchandise, 
yet is building a good business in 
the paperwork and financing end 
of leasing office furniture and 
equipment. 

The Empire Leasing Corp. will 
lease anything from a very small 
desk to a complete array of chairs, 
typewriters, tabulating machines, 
carpets and paintings for the wall. 
Customers for the infant company 
include everyone from the one- 
man office worker to the giant oil 
company which wants its capital 
in oil rigs rather than in non-in- 
come-producing furnishings. The 
equipment to be leased comes en- 
tirely from dealers of the area. 

A witness to the fast-growing 
business of leasing, the company 
was Incorporated last December. 
It is the brain-child of two men, 
A. D. Black, president, and B. T. 
Jayne, vice president and manager. 
The first lease was signed in Jan- 
uary, 1959, and it is expected that 
the company will have contracted 
$500,000 in business by the end 
of the year. 

Before forming Empire Leasing, 
the two men made a careful study 
of both the professional leasing 
business and local needs. The first 


Leasing Of fice Equipment 


A new Oklahoma firm works with office equipment dealers 
in its area to lease furniture and equipment to customers 
who don’t wish to tie up working capital. The new 
company, which handles only leasing arrangements, 
expects to have leased a half million dollars worth 


of office equipment in its first year 
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area presented somewhat of a 
problem. Mr. Jayne points out 
that he has personal knowledge 
of only 11 other similar leasers 
in the United States and some of 
these handle specialized lines. In 
addition, rental and lease pro- 
grams by dealers have become 
more common in recent years, but 
not every dealer can handle the 
paperwork and the financing in- 
volved. 

The manner in which Mr. Jayne 
first got the idea of starting a 
leasing business was largely coin- 
cidence. For 18 years he worked 
as an advertising broker, until one 


23 











day he decided he needed new fur- 
niture for his office. 

“IT discovered I could lease it 
instead of buy it,” he remembers. 
“T figured why should I tie up my 
money when I can lease equip- 
ment and use my capital for more 
profitable investments.” 

This realization was the begin- 
ning of a new career for Mr. 
Jayne. With Mr. Black, who op- 
erates a finance and investment 
firm in Norman, Okla., the details 
of incorporating were worked out. 





Mr. Jayne feels there are many 
opportunities and advantages in 
his way of leasing for both the 
lessee and the dealer. 

From the dealer’s standpoint, an 
obvious advantage is the chance 
for more sales of furniture and 
equipment. As soon as a customer 
has picked out the merchandise 
he wants, Empire Leasing Corp. 
purchases it from the dealer. Pay- 
ment is in full and made immedi- 
ately. Empire then legally owns 
the equipment, which it promptly 


he leasing of all types of capital goods for use by business is 
set up from $450 million in 1953 to $1.5 billion in 1958, an 


increase of over 333 percent in five years. And leasing shows 
; promise of growing at an even faster rate in the years ahead. 


These are among the opening remarks in a handsome bro- 
chure for their dealers prepared by the marketing and research 


department of Murphy-Miller, Inc., Owensboro, Ky. 

Leasing and buying have this in common, the brochure 
points out, they both assume that acquisition of new office 
furniture is necessary. A Murphy-Miller marketing survey 


found answers to a number of frequently posed questions. 

WHO considers leasing? Businesses requiring use of all 
possible working capital and, secondly, small business, service 
establishments and professional people who need efficiency and 
: prestige with little cash outlay. 


WHAT can be leased? Any office furniture, machines or 


WHY your customers 


equipment from any lines you carry or can obtain can be in- 
cluded in the same lease agreement. 

WHEN is leasing considered? When customers are going 
into business, replacing old furniture, moving to new quarters, 
expanding operations and also when temporary situations arise 
such as taking on a cost-plus contract. 


lease: to conserve working 


capital, to gain extra profits sooner, for improved net profit 
ratio after taxes, to know exact costs every month, to avoid 
borrowing, to improve morale and productivity, to create a 
more favorable corporate image, to eliminate ownership prob- 


lems and permit period refurnishing. 

HOW leases work. Lease agreements normally cover one 
to five years; the average is for three years. A security deposit 
of about 10 percent is usually required and monthly rentais 


; are usually a percent of the list price. One common plan is to 


o 
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ing program. 


require $ percent per month the first year, 24 percent per 
month the second year, 144 percent per month the third year 
and 3 percent of list price per year each year the contract is 
extended after the third year. In three years, 84 percent of 
the list price is returned in rentals, the furniture is available 
to rent again, or sell at an added profit. 

The Murphy-Miller brochure also contains a sample lease 
agreement and discusses common customer objections, sales- 
man compensation and dealer problems as they affect a leas- 


leases to the customer. A scrvice 
contract may or may not he jp- 
cluded in the price. 

Many dealers in the area served 
by Empire have found the ar. 
rangement so_ satisfactory — that 
they mention the leasing service 
in their advertising. 

Mr. Jayne has personally con- 
tacted nearly all dealers and sup- 
pliers in his area, and he has re- 
ceived many queries concerning 
the plan from dealers in his own 
and surrounding states. Direct 
mail promotion pieces have been 
sent to officers of well rated com- 
panies in the Oklahoma City area, 
Mr. Jayne also has sent letters to 
accountants in the area. This, he 
says is a good move because ae- 
countants understand the tax 
problems involved and can advise 
their clients. 

The leasing business is operated 
from a small, comfortable office at 
1225 N. W. 50th, on Oklahoma 
City’s Northwest side. So far, Em- 
pire Leasing Corp. is operating in 
Oklahoma and Texas, but hopes 
for expansion are strong. Since 
nearly all transactions are paper- 
work, the company is able to keep 
operational expenses at a mini- 
mum and function on a_ gross 
profit structure of less than 10 
percent. 

A four-page promotion piece ex- 
plains the leasing terms and in- 
cludes a simple application blank 
on the back cover. 

*The customer selects any stan- 
dard office equipment he desires 
from one or more dealers and gets 
the best price he can arrange. The 
minimum lease is for equipment 
costing $300 and there is no maxi- 
mum. 

*Total monthly lease charges on 
a standard 36-month lease are 32 
percent of the equipment cost. 
Lease periods of one to five years 
may be specially written. On the 
three-year contract, after 36 
monthly payments have been 
made, the cost drops to 3% per- 
cent per year. This option is in 
the lease contract and may be re- 
newed each year for a period of 
seven years. 

*There is no purchase option 
in the contract. But if the custom- 
er wishes, and his accountant ap- 
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proves it, provision is made for 
purchase after three years at 5 
percent of the original purchase 
price. If new equipment is de- 
sired after three years, provisions 
can be made to take advantage 
of trade-in value. 

*Carpets, drapes and air-condi- 
may be included in the 
but these items carry a 


tioning 


packa ge, 
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4 percent per month lease pay- 
ment schedule. 

*Credit approval normally takes 
from one to six days. But appli- 
cations from with a 
good Dun & Bradstreet rating can 
be processed the same day. Ad- 
vance payment of the first and 
last lease payment is required 
when the lease is signed. 


companies 







Empire Leasing Corp. also will 
purchase equipment owned by a 
customer and lease it back in 
cases where a client seeks to re- 
duce fixed assets. 

“A thing like this really begins 
to pay off after three years,” Mr. 
Jayne comments, “but we see s 
big future nationally for this busi- 


ness.” 








A dealer's meticulous attention to detail resulted in this attractive interior for a warehouse 
operation. 


Upgrading a 
‘Warehouse’ Operation 


Careful 


selection of furniture was an 


import- 


tant factor in combatting the poor connotation 
that sometimes goes with the word “warehouse” 


rr hen Coats and Clark’s Sales 
\\ Corp. had its grand opening 
this spring at a new warehouse 
in Fairlawn, N.J., there was an 
office equipment dealer in the 
background who shared their pride 
in the new facilities. 

Many months earlier, after pick- 
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industrial park location 
and commissioning an architect 
for the building, the next step by 
Coats and Clark’s Sales Corp. had 
been to call on Golden Equipment 
Co., New York City, for consulta- 
tion on the interior planning. 
Golden had been servicing the ac- 


ing the 


OOO EE EOE EOE EEE EEE EEE EEE EEE EEE 


count for a number of vears. The 
plans were carried out under the 
personal supervision of Arthur W. 
Golden, president of Golden 
Equipment Co., Ine. 

When the function, work flow 
and equipment requirements of 
various personnel had been de- 
termined, Mr. Golden took Wil- 
liam J. Decker of the client com- 
pany to Convention Hall in Phil- 
adelphia during the 1958 show of 
the National Office Furniture As- 
sociation. 

Mr. Golden wanted to have all 
the newest 
under one 


available 
roof, so that a final 
equipment selection could be made 
that would best 


equipment 


meet the client's 
Desk and chair se 
lections were made after serutin- 
izing the field. Attractive 
design was an important consid- 


requirements. 
entire 


eration because the company 
wanted to morale 


among employees that they hoped 


maintain top 


to move over from their existing 
location and also among. that 
would be recruited locally in New 
Jersey. Decor was an important 
weapon in counteracting the usual 
connotation of a “warehouse op- 
eration.” 

A beige tan color was selected. 
Special tan vinyl edging was ob- 
tained for desks in certain areas, 
a tan plastic chair cover was cho- 
sen, and special hardware was re 
quired on filing cabinets to match 
the hardware on the desks. Mr. 
Golden reports that all factory 
personnel worked very closely with 
him to achieve the overall decor 
requirements he had set up. 


25 








A complete range of products, social and commercial, is stocked by P. K. Smith. 
store does a whopping walk-in business during the winter tourist season. 





Located on the main street, the 


GROWING PAINS and 


An expanding market is both an opportunity and a challenge 
for the stationer. He is faced with new problems 
when big city purchasing agents move in with new industry, when 
population shifts occure on a big scale, or when pressure is 
applied to add the services of a decorator. Good 


salesmanship and other profitable policies are helping 
P. K. Smith & Co. grow with St. Petersburg 





oT here is no point in deny- 
ing,” says James M. Smith, 
Sr., of P. K. Smith & Co., St. 
Petersburg, Fla., “that our local 
market is not a normal one. Like 
most markets, it is expanding, and 
yet there is a certain stabilization 
taking place. We still have our pe- 
culiar problems, relating mainly to 
the fact that St. Pete, up to this 
time, has thrived mostly as a win- 
ter city.” 
The stabilization referred to is 
mostly the result of the influx of 
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How to Meet Them 


several large industries, which have 
added to the summer population 
of “the sun city.” St. Petersburg 
today has a “full time” popula- 
tion of more than 173,000, as 
against 50,000 in 1936 when P. K. 
Smith & Co. was founded. But the 
population is still almost doubled 
in the winter season. 

Selling to a shifting population 
has many problems and few ad- 
vantages. They involve the over- 
all economic climate of the city. 
P. K. Smith & Co. is primarily an 
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office outfitter. Why then should 
it be influenced by the influx and 
exodus of tourist trade? The ob- 
vious answer is that the effect of 
the tourist trade on the profession- 
al and business life of the com- 
munity cannot help but influence 
the market for commercial sta- 
tionery equipment and _ supplies, 
not to mention the social station- 
ery market. 

“Until three or four years ago,” 
Mr. Smith says, “there was no in- 
dustry down here to speak of, and 





Many different lines are shown on the 
store’s furniture display floor. Converting 
some space into model offices has been 
considered. Prestige lines in metal and 
wood are alternated in a main floor window 
display. 


James M. Smith, Sr., right, executive vice 


president and secretary of P. K. Smith & Co., 
St. Petersburg, is shown with his son, James 
M. Smith, Jr., store manager. The father is 
current governor of Region 4, National 
Stationery and Office Equipment Association. 


few large offices. Our business was 
mostly in small professional offi- 
ces, lawyers, doctors, dentists and 
similar people, and with the many 
banks, retail stores, hotels, motels, 
loan associations and local utility 
companies.” 

Selling to small offices is a lot 
different from selling to big ones, 
Mr. Smith is finding out. On large 
installations, he notes, the firm 
often makes less profit than on 
small ones, sometimes relying on 
repeat business for the bulk of its 
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profits. With the discounts in 
effect today, he observes, there is 
more profit on 10 single desks 
than there is on one order for 20 
desks. He would much rather sell 
the former. 
“Discounts 
vere problem,” he says. “If we are 
going to make a fair profit on our 
cannot afford to 
be low man on order. We 
rely on superior salesmanship and 


have become a_ se- 


investment, we 
every 


service in meeting the stiff com- 
petition of heavy discounters.” 
Mr. Smith considers good sales- 
manship and service the backbone 
of any successful stationery con- 
cern, simply because in his view 


it means the difference between 
adequate and inadequate — profi! 
margins. His firm, by virtue ol 


superior selling and servicing, has 
gotten jobs at full markup in com 
petition with firms that were of- 
fering up to 20 percent off on the 
same merchandise. 

“You can’t tell me it 
pay to have superior men on the 
road,” he says. “It has meant, for 


doesn't 


one thing, an increase in the de- 
mand for quality 
and a consequent increase in the 


merchandise, 


price of each order we take. On 
some prestige lines we find it hard 
lo keep up with the demand. A 
few thousand 
dollar order Was considered a top 
order. We sell a lot of 10 and 50 
thousand dollar orders today, and 
make a profit on them.” 

What superior sales 
man? According to Mr. Smith, 
superior salesman is one who en 


years five 


ago, a 


l- . 
makes a 


joys his work, believes in his com 
pany, is thoroughly familiar with 
his lines, and is out to perform 
services rather than just take or- 
ders. In order to insure that their 
men have all of these qualities, 
P. K. Smith & Co. them 
carefully, trains them thoroughly 
and pays them well. 

There are currently nine sales 
men traveling for the firm. Thre 
of them specialize in office ma- 
chines, and the other six “special- 
ize in everything.’ 

But to return to the peculiari 
ties of the market. There are plen- 
ty of problems, and salesmanship 
is only one solution to them. Many 
of the problems, Mr. Smith frank- 


selects 
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ly admits, have yet to be solved. 

One problem which Mr. Smith 
is coping with at this time is 
whether or not to add an interior 
decorating the other 
services offered by his firm. More 


service to 


and more customers, especially the 
larger ones, need such a_ service 
and many seem to expect it of us. 

“Our past experience,” he says, 
“was that professional offices did 
not require the services of an in- 
terior decorator, and were not giv- 
ing us large enough orders to merit 
this type of service. Whether or 
not we do take on such a service 
now, I can say one thing quite 
frankly: I would certainly rather 
not.” 

There rea- 
ons for Mr. Smith’s point of view. 


are several cogent 
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Perhaps the most important is the 
fact that the firm has built up 
over the years a good working 
arrangement with local independ. 
ent decorators, calling them in on 
which require their skills. 
Also, customers have on occasion 
contracted decorators, and Mr. 
Smith and his colleagues have 
found them pleasant and easy to 
work with. He would prefer to 
continue in this manner, laying 
out the furniture order and letting 
the decorator take care of the cus- 
tomer’s design needs. 

A second that many 
carpet and drapery stores 
are good loyal customers of P. K, 
Smith & Co., and the firm would 
stand a good chance of losing their 
business and good will if it put 


jobs 


reason Is 
local 
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Christmas Gift Headquarters 
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A 12-page supplement in the St. Petersburg Times the last week in November was part of 





the 1958 holiday promtion at P. K. Smith & Co. 


The ‘‘sun city's’’ population doubles during 


the winter. The convenient gift list reproduced at left is from an inside page of the supplement. 


itself into direct competition with 
them. In a large city like New 
York, Mr. Smith believes, a deal- 
er could get by with it, but in a 
town the size of St. Petersburg 
there would certainly be reper- 
cussions. 

“Not to be willing to cooperate 
with an independent decorator 
when his services can be used 
would be a mistake,” Mr. Smith 
believes. “But that doesn’t mean 
the stationer has to have a full 
time decorator on his staff. I be- 
lieve the stationer should stick to 
the products he knows and let 
the decorator take care of the 
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products and services that are 
rightfully his responsibility. Each 
will get the business that is due 
him, and nobody will be hurt.” 

But as more and more office 
suppliers in the country take on 
decorators of their own, Mr. Smith 
realizes, his firm may have to fol- 
low suit. “My thinking is flexible 
at this time,” he says. “I have not 
yet made up my mind finally on 
what approach to take.” 

The advantage of having a dec- 
orator on the staff, he observes, 
is that his function almost certain- 
ly increases the size and variety 
of orders. Though discounts are 


involved on quantity merchandise, 


costs are also lessened, since much 
furniture is ordered from the cata- 
log and shipped direct from the 
manufacturer. 

“But vou have to go into dee- 
orating full scale or not at all.” he 
says. “A lot of expert help is need- 
ed, and there is inevitably trouble 
when such an undertaking is not 
completely planned out in ad 
vance.” 

As St. Petersburg expands, 
many of the smaller firms that are 
longstanding customers of P. K. 
Smith & Co. are growing with it. 
Motels, hotels, banks and _ retail 
stores are good examples of small 
businesses that are good growth 
prospects. This means that a cus- 
tomer who starts out buying paper 
clips and simple business forms 
may eventually turn out to be a 
first class prospect for office fur- 
niture and machines. 

Many fairly large orders are tak- 
en also for home offices, as there 
are many retired business execu 
tives in St. Petersburg. Some im- 
pressive installations have been 
made in homes, and it is profitable 
business, as quantity discounts 
are not involved. 

“In any expanding market there 
are problems,” Mr. Smith says, 
“and they are often of the type 
that does not permit a_ patent 
formula answer. One is credit. We 
are always being asked to extend 
credit, and of course each instance 
must be examined separately. We 
have gone out on a limb more 
than once, but we have never been 
sawed off.” 

A good example of this is a firm 
that bought—on credit—ten thou- 
sand dollars worth of office furni- 
ture without any definite assur- 
ance that its office would be perm- 
anently established in St. Peters- 
burg. The office was made perma- 
nent, and Mr. Smith’s “gamble” 
paid off in one more loyal and 
profitable customer. 

“It just goes to show you,” he 
says, “that faith is better than 
doubt, even in business. We are 
glad and proud of what is going 
on in our little city. We want to 
come of age with it, and we see 
a bright picture ahead for the 
stationery business in St. Pete.” 
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Direct mail is a popular medium for stationer advertising. 


Returns can be improved and costs reduced if a dealer 


takes several steps to keep his mailing list in good shape 


A ny office supply dealer who 
does direct mail advertising 
will agree that his mailing list of 
potential prospects and good cus- 
tomers is a valuable asset. Al- 
though not shown on the balance 
sheet, the names and addresses on 
the list are one measure of the 
success of a direct mail advertising 
campaign. 

Assets are usually depreciated 
each year because they wear out, 


become obsolete, or are used up. 
Mailing lists, also depreciate. Peo- 
ple move, customers die, promo- 
tions are made and new customers 
come on the scene. A mailing list 
that is 98 percent accurate today 
might be down to 95 percent ac- 
curacy in a month. A depreciation 
of 3 percent in one month is quick 
liquidation for any asset. Yet this 
can happen to a neglected mail- 
ing list. 


How to Maintain 
Mailing Lists 


Most lists are built around a 
solid core of active accounts. 
Broader lists and special lists can 
be built from directories, especially 
telephone directories which contain 
yellow pages listing all types of 
general businesses, as well as pro- 
fessional categories like account- 
ants, attorneys and physicians and 
institutional prospects such as 
schools, clubs and _ associations, 
Current telephone directories from 
nearby communities in a dealer’s 
market area can be purchased 
from the telephone company for 
anywhere from 75 cents to $2.25 
each. 

Requirements for a good up-to- 
date mailing list can be detailed 
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How to Get Your 
Message Read 


Dramatizing and personalizing your sales message to attract 
and hold a prospect's attention is another part of an effec- 


tive direct mail program. Here are some ways it can be done 


etting your message to the 
G right people is only part of 
the battle. You must also do 
everything you can to make sure 
these people will read it. 
The Business Mail Foundation 
All direct mail forces action of 
some kind on the part of the re- 
cipient, but the ultimate objec- 
tive is “buying” action. Because 
the use of direct mail as a selling 
tool has grown more than 500 per- 
cent in less than two decades, 
there is intense competition for 
attention. 
A survey by MODERN STATIONER 


30 


several years ago established the 
fact that stationery and office 
equipment dealers are heavy users 
of direct mail. Some dealers said 
then that they considered direct 
mail the only advertising they 
could afford from point of returns. 
One prevailing theme which the 
survey brought out was that the 
personal touch keynotes success 
in tihs advertising medium. While 
mentioning their individual case 
histories, the successful users all 
indicated the necessity of avoiding 
the cold impersonal type of mail- 
ing if proper communication is to 





be achieved. This holds true for 
billing inserts, sale mailers, letters, 
gift certificates, special catalogs or 
what have you. 

The personal touch that holds 
attention can be achieved in a 
number of ways. We know of sev- 
eral stationers, for example, who 
mail out low cost news bulletins 
regularly. These new bulletins or 
news letters are chatty, informa- 
tive and personal. They carry news 
of store events, personalities, mer- 
chandise news, service information 
and even humor. Regular mailings 
are often personalized with hand 
lettering or handwriting, individu- 
alized salutations, and by insert- 
ing the recipient’s name in the 
broad strokes of a crayon, brush 
or felt-tip marker. Post cards with 
pen and ink signatures and hand- 
written notes in the margin have 
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priefly. Every title should be ab- 
slute!y correct, whether it’s Dr. 
Miss, Mr. or Mrs. Every name 
should be complete with either a 
full first name or two _ initials— 
the use of just one initial may 
give the impression that every- 
thing is done in the cheapest way 
possible. Every name should be 
spelled correctly. And every ad- 
dress should be correct. 

Here are some suggestions for 
maintaining an up-to-date mailing 
list. 

1. Make it the responsibility of 


“Let 


one individual. It is all right to 
George do it” if George 
knows it is his responsibility. 
Maintaining the mailing list should 
be the job of one person and only 
one. If everyone has a finger in 
making corrections and additions, 
the list will slowly deteriorate to 
a point where the names and the 
addresses are valueless. 

2. Check at regular intervals. 
Most successful direct mail adver- 
tisers agree that a mailing list 
should be checked at least twice 
a year. When the mailings are 


frequent and one individual has 
the sole responsibility for the mail- 
ing list, constant checking may 
eliminate the complete bi-annual 
checking. 

3. Have Post Office check 
names. Dealers can submit a mail- 
ing list to local postmasters for 
checking. Recent rulings of the 
Post Office Department set the 
rate for this at five cents per 
name checked. There is a mini- 
mum of one dollar per list checked. 
The names must be on 3x5 cards, 


(Continued on page 84) 
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been used by the country’s largest 
mail order house. 

In addition to personalizing the 
message as much as possible, it is 
possible to improve most direct 
mail efforts by dramatization. You 
can vary the envelope size (subject 
to postal regulations), use a novel 
postmark, use colored ink or pa- 
per, try die-cut pieces and pop- 
ups, or attach gimmicks that tie 
in with clever copy or artwork. An 
entertaining message is much more 
likely to cause action than one 
that does not even attract atten- 
tion. A real bell-ringer is the di- 
rect mail piece that is saved and 
shown to friends. 
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Additional tips that might prove 
helpful have been listed by the 
sales promotion director of a lead- 
ing department store. 


@ The most effective mailing 
unit consists of an outside en- 


velope, a letter, a circular, a reply 
form and business reply envelope. 

@ Two-color letters out - pull 
one-color letters. 

@ Colored inks on an envelope 
corner will generally out-perform 
black. 

@ A reply envelope produces a 
higher cash with order return. 

@ Indent paragraphs in letters. 

@ Postage meter mail out-pulls 
postage stamps. 


@ A design printed permit does 


as well as a postage meter. 


@ Specially designed letter 
heads tailored to fit the sales mess- 
age will often outpull a standard 


letterhead. 
@ Decide in 


advance 


plus volume at maximum profit 


@ It is desirable to create and 
maintain a positive store image in 


everything you do. 


Today, it has been said, it’s 


where 
there is the greatest possibility for 














tougher than ever to poke through 
in this madly communicating 
world. It’s more difficult than ever 
to get a prospect alone by himself 
(Continued on page 84) 
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A Selling Personality for 
Your Staff 





ry ape 
| he importance of projecting 

the personality of the success- 
ful stationer by building a selling 
personality into the physical 
make-up of the store was discussed 
last month. Even more important, 
however, is the opportunity we 
have to build our selling personali- 
ties through the development of 
our personnel. 

If we hope to be successful in 
bridging the gap between the mer- 
chant and the customer, we must 
be certain that our employees con- 
vey the same image to our cus- 
tomers that we ourselves are try- 
ing to project. We have always 
heard that it is desirable to put 
our best foot forward. In this case 
our forward foot is the salesper- 
son who comes in direct contact 
with the customer. What we must 
do is be certain that our forward 
foot is our best foot. 

Interviewing. We sometimes 
tend to forget that we start build- 
ing our personality into the em- 
ployee at our very first contact 
with him. Small organizations 
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Last month Dr. Cross told how a dealer can incorporate some of 


his own personality in the store itself. 


Here are additional 


tips for extending this selling personality to store personnel 


Sy Gordou 6. Cross, Ph. D. 


Consulting Editor 


usually tend to interview job ap- 
plicants in a rather slipshod fash- 
ion. First impressions are always 
remembered long after other con- 
tacts are forgotten so we should 
be careful to conduct our em- 
ployee interviews in a businesslike 
fashion. 

In the course of any business, 
we usually interview many more 
people than we eventually hire. 
We can never be certain, how- 
ever, which ones will be chosen, 
so we must be careful to make 
the right first 
applicants. 

Most employees try to imitate 
their employers in 
The way in which you open the 
interview with the prospective em- 
ployee will have an indelible effect 
upon the way he will greet your 
customers in the future if you 
hire him. 

Even though we do all the 
standard things we are supposed 
to do in conducting an interview, 
we may still not give the desired 
impression to the applicant. If we 


impression on all 


many Ways. 





want employees who will properly 
represent us to our customers, we 
must never forget that their train- 
ing actually starts at their first 
contact with us. Therefore, we 
must be careful to extend them 
the same _ friendliness, 
and businesslike approach which 
we use when we make contacts 
with our store’s customers. 

Selecting. It should be obvious 
to all of us that we must have 
the right kind of people if we are 
going to develop a selling person- 
ality in them. So we ask ourselves 
what special attributes to look for 
in order to get the personality 
program off on a sound footing 
with employees. 

It goes without saying that our 
employees must be neat, intelli- 
gent, industrious, and courteous, 
but there are thousands of people 
who meet these primary qualifi- 
cations but who are not suitable 
for the purpose of store personali- 
ty development. 

It seems to me that the first 
quality to look for is maturity. 


courtesy, 
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Maturity in an individual is not 
necessarily connected with his age. 
Some older people are very im- 
mature While some youngsters are 
quite mature by the time they 
are eighteen years old. 

Being mature in business means 
having the ability to project one’s 
self completely into a business sit- 
yation. This means being able to 
concentrate fully upon the busi- 
ness at hand at any given time. 
A person with this quality just 
naturally makes a good impression 
on the customer because he is 
able to extend the greatest cour- 
tesy of all, that of paying undi- 
vided attention to the customer's 
wants and needs. A customer who 
is contemplating making a_pur- 
chase feels that that purchase is 
the most important thing in his 
life at that particular moment. He 
will greatly appreciate having a 
salesman who appears to be as in- 
terested as he himself is. 

A second important quality for 
people involved in store personali- 
ty development is the desire to 
learn. An employee who wants to 
learn is always willing to be taught 
and it is almost impossible to 
teach anything to a person who 
does not want to learn. 

A person who is anxious to learn 
will teach himself many import- 
ant things. Most significant of all 
is the fact that he will want to 
learn about customers. A truly 
curious person makes his business 
experiences into a_ never-ending 
case study in customer relation- 
ships. He reviews mentally each 
customer contact to find ways in 
which he might have improved his 
performance. He learns about dif- 
ferent kinds of customers and how 
to handle them. Furthermore he 
is adaptable enough to learn to 
use the methods you want him to 
use, and therefore he is an im- 
portant link in the personality de- 
velopment program. 

The third important quality 
grows out of the eagerness to learn. 
A person who wants to learn will 
usually develop new ideas on his 
own. This quality does not mean 
that a man must be an impractical 
dreamer. An honest interest in 
idea development is an indication 
of a capacity for intellectual 
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growth in an individual. 

Whenever an employee has this 
tendency to like new ideas it is 
easy to sow the seeds of the kind 
of ideas you would like him to de- 
velop. By giving him clues, we 
can encourage him to develop the 
kind of practices we want him to 
have while he may think he has 
thought the whole thing out by 
himself. 

This, then, is the profile of the 
kind of man we need to develop 
into an individual who will pro- 
ject our selling personality into 
his dealings with the customer. We 
cannot always find him, but know- 
ing what to look for is a big part 
of the battle. 

Employee Development. After 
we have found the person we need 
and have made that all-important 
first impression on him, we must 
proceed carefully with his develop- 
ment. 

The first and most important 
point is to provide him with the 
best possible initial contacts with 
the new job. Here again, the prin- 
ciple of first impression is of ut- 
most importance. The indoctrin- 
ation of the new employee should 
be put into the hands of someone 
who has the kind of personality 
we are trying to develop. If the 
newcomer is told that “here is one 
of our best”, he will feel that this 
is a good person to imitate and 
to study. 

Next we should check to see 
that the simple wants and needs 
of the new employee are given 
the proper attention. Helpfulness 
and consideration given to a new 
employee when he is adjusting to 
his job will be repaid by the de- 
velopment within him of helpful 
and considerate attitudes toward 
his customers. 

If any grievances and com- 
plaints arise, they should be 
handled with the same courtesy 
you wish to have extended to your 
customers. Helpful attitudes are 
most readily developed in an at- 
mosphere of helpfulness. Courtesy 
breeds courtesy, and just as sure- 
ly, discourtesy will breed discour- 
tesy. 

The same principle could be ap- 
plied to the development of good 
work habits. Habits are often cop- 


ied from others and it is really no 
more difficult for the employee to 
acquire good habits than it is for 
him to develop bad habits. 

The foregoing paragraphs show 
us that a selling personality is 
truly a projection of our own per- 
sonality through our relationships 
with other people. Don’t expect 
employees to treat customers the 
way you want them to unless 
you set them a good example. Nine 
times out of ten your employees 
will treat your customers exactly 
the way you treat your employees. 

Communications. One of the 
most misunderstood subjects today 
is that of communications in busi- 
ness organizations. Good commun- 
ications means getting ideas across 
to the employees. Such ideas are 
not best put over by the use of 
elaborate methods of training or 
by use of fancy written communi- 
cations. The true communication 
of ideas occurs through personal 
contacts at all levels. 

In the smaller organization, 
communications is almost entirely 
accomplished by practicing ap- 
plied human relations. Almost all 
business situations involve human 
relationships, and therefore this is 
one of our most important func- 
tions. Outside of self-service oper- 
ations, contacts made at the point- 
of-sale are almost entirely human 
contacts. The performance of the 
person on the firing line is influ- 
enced by what you say and also 
by how you say it. The two-faced 
employer can never be sure which 
of his two faces will be presented 
to the customer. 

The decisive factor in develop- 
ing the selling personality is the 
degree to which you can develop 
teamwork among the members of 
your organization. Teamwork 
stems from loyalty. Good employ- 
ees will be as loyal to you as you 
are to them—no more and no less. 

So we arrive at the truth of the 
problem of store personality de- 
velopment through employees. The 
place to start is with our own 
management personality. Then if 
we choose good people, we can be 
sure that our own actions, our own 
habits, and our own selling per- 
sonalities will be projected through 
our personnel. 
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Final Two Regional 
NSOEA Meetings Held 

The final two meetings in a series of 14 
regional spring meetings by the National 
Stationery and Office Equipment Assn. 
were held by District 3 at Galen Hall, 
Wernersville, Pa., and by District 1 at 
Wentworth-By-The-Sea, Portsmouth, N. H. 

James W. Hayes of Blake & Rebhan 
Co., was elected governor of District 1, 
succeeding William G. Pape. Serving with 
Gov. Hayes are Raymond F. McGrane of 
Freemans in Providence, R. I., first lieu- 
tenant governor; Henry Rosnosky, Henry 
Rosnosky Co., Boston, second lieutenant 
governor; and Harley J. Lewis of Ward’s, 
Boston, treasurer. Forty-seven dealers were 
represented by more than 100 persons, with 
a total attendance of 247. 

The new governor of District 3 is Irv- 
ing A. Roth of Roth Brothers, Philadel- 
phia. Heading the Penn-Mar-Va Travelers 
Club for the coming year is Perley Covey, 
sales representative for Eberhard Faber. 





Checking equipment during one of the 14 
regional meetings they took part in this 
spring are L. G. Morris, Eaton Paper Corp., 
NSOEA vice president, manufacturers divis- 
ion; and John Brain, NSOEA president. 


Hartford Dealer Cited 
For 60 Years of Service 

A three-column picture and feature story 
in the Hartford Times recently called at- 
tention to the 60th anniversary of Gus- 
tave Fischer as a prominent businessman 
and civic leader in Hartford, Conn. 

In 1899 Mr. Fischer bought a news- 
paper and_ magazine business which he 
soon moved to the same street where he 
now operates the Gustave Fischer Co. 
Over the years he has added stationery, 
school supplies, office equipment and pho- 
tographic supplies. 

The veteran stationer is a past presi- 
dent and director of the Connecticut Val- 
ley Stationers Assn., a past director of 
the Connecticut Chamber of Commerce 
and a leading member of many community 
groups. He has been a member of the 
National Stationers Assn. since the group 
was organized. 
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People and Events — 





PRESSTIME NEWS 


A proposal to increase dues to $40 per year for distributor members and 
$80 for manufacturer members will be voted on at the annual business meeting 
of the National Stationery and Office Equipment Assn. in Chicago. NSOEA dues 
have not been increased since 1919 and officers say additional money is needed 
for industry promotion, market research, member education and governmental 
liaison. 


The program at the big convention-exhibit, Sept. 26-30, will include dis- 
cussion of automation, direct mail tips, a model sales meeting, talks on trade 
practices and current legislation affecting retailers, a market research plan for 
dealers, advice on employee benefit plans and an address by Sen. Hubert Humph- 
rey (D., Minn.). 

Men’s registration of $25 includes admission to 450 exhibits, all business 
sessions, two luncheons, two parties and the annual banquet. Advance registra- 
tion forms are available from NSOEA, 740 Investment Bldg., Washington 5, D. C. 

* * aa 

DarreLL (Rep) Tayior of Standard Printing Co. has announced the 
opening of a new printing plant with a stationery and office supply department 
in the Val Jensen Building at 5 South First Ave., Walla Walla, Wash. The com- 
pany also has a good sized printing plant at Twin Falls, Idaho. 

* * o 

A comprehensive, up-to-date directory of all the wholesalers of stationery 
products in the United States and Canada and has been published by the 
Wholesale Stationers Assn. Copies of the “Distribution Guide for Manufacturers” 
may be obtained by writing the WSA office at 1609 Sherman Ave., Evanston, 
Ill. Donatp S. Frey, WSA secretary, says holders of the directory will receive 
periodic supplements consisting of various distribution studies being made by 
the Association in cooperation with the various classes of wholesalers listed in 
the directory. 

* . * 

A one-day clinic of Successful Sales and Management Methods will be 
conducted September 15 by New York University in cooperation with the 
Stationers Assn. of New York and the Metropolitan Travelers Club. Registration 
fee is $25. 

A 16-week course on “Sales and Marketing Techniques for Commercial 
Stationers” is being offered this fall b- the extension division of Rutgers Uni- 
versity, Newark, N. J. Classes are =lcduled each Monday at 8:10 p.m., be- 
ginning Sept. 21. The course is sponsored by NSOEA’s District 13 with the 
help of Metropolitan Travelers. Tuition will be $30. 

+ * * 

Gorpy Sourav, sales executive for Schwabacher Frey Co., San Francisco, 
and all-time top scorer for the San Francisco 49ers, has announced his retire- 
ment as a professional football player. His pro football activity this fall will be 
limited to announcing games with Tom Harmon. In nine years with the 49ers, 
Mr. Soltau scored 644 points on 25 touchdowns, 294 conversions and 70 field goals. 

. * = 

A trip to Hawaii for two is top prize in a contest for commercial sta 
tionery salesmen which ends in December. Venus Pen and Pencil Corp. says the 
“1959 Venus Ball Pen-cil Sweepstakes” is the biggest promotional program in 
its history. 

- . * 

The West Allis Office Supply Co., West Allis, Wis., has tripied the size 
of its quarters in a move to 1363 South 70th St. The company, headed by 
Lester W. Ercunotz has a complete line of office furniture and expanded 
service in stationery and greeting cards. 

+ * . 

The new governor of District 2, NSOEA, is Anthony Paul of Otto Ul- 
brich, Inc., Buffalo, N. Y. Palmer J. Carnright of Snyder’s Newburgh, N. Y.., 
is the new first lieutenant governor. An earlier report in a previous issue was 
erroneous. 
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STURDEX 


is going places?! 


CLIMB ABOARD, Mr. Dealer! Genuine STURDEX business 
cases are going places. . . making big sales for dealers . . . doing 
big things for business men, salesmen, students all over the world! 


WHY? Because only genuine STURDEX satisfies every important re- 
quirement you and your customers ask and look for in business cases! 


Unconditionally Guaranteed For 5 Full Years by 


Hbeatherera t 


2320 South Western Avenue Chicago 8, Illinois 





WORLD'S LARGEST MANUFACTURER OF BUSINESS CASES EXCLUSIVELY 


“GOING PLACES” at N.S.O.E.A. show? See us in Booth #185 — Conrad Hilton Hotel 
- - - for more details circle 150 on last page 
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General Manager Named 

Horace F. Bieser, president of Every- 
body’s Office Outfitters, Inc., 17 West 
Fifth St., Dayton, Ohio, has announced 
the advancement of Lester W. Lawton 
to general store manager. 

Mr. Lawton has been identified with 
the 73-year-old company for 25 years and 
is well known in the stationery field. 

Elmer Kernan has been appointed man- 
ager of Everybody’s office furniture de- 
partment. 


Letter Writing Week 
Film Made Available 

A television film featuring Mary Mar- 
garet McBride will be used to promote 
the 1959 Nation- 
al Letter Writing 
Week, Oct. 4-10. 

Prints are avail- 
able in two forms, 
20 seconds and one 
minute, and can be 
obtained free from 
the Paper Station- 
ery & Tablet Man- 
ufacturers Associa- 
tion, 444 Madison 
Avenue, New York 
City. 

The film can be used by department 
stores and other retailers to tie in with 





McBride 
















stationery advertising. Many _ television 
stations and motion picture theatres also 
will show the films as a public service 
Miss McBride, who has been a popular 
radio and television commentator for 
many years, comments in the film that 
she has answered every one of the thou- 
sands of letters she has received with a 


personal letter. 


Elected by Decorators 

David Liten, president of D & L Office 
Furniture Co., Chicago, has been elected 
a member of the American Institute of 
Decorators. 





Bonser-Fielder, dealer in Walla Walla, 
Wash., has formed an eye-catching mobile 
display by bolting a portable typewriter to 
the hood of a car. When the car is parked 
in a location with heavy pedestrian traffic, 
the dealer inserts paper in the machine and 
puts up a small sign inviting people to try it. 





SCHOOL SCISSORS 


No. 2451 Year ‘round Kiddie item! Cash 


in on this big business with our specially 
designed “‘blackboard’’ merchandiser print- 
ed in red, white, yellow and biack, 24 pair 


blunt point 4” scissors — forged steel — 
fully nickel plated. 


Tax Decision Concerns 
Dealer Service Contracts 

A recent decision of the U. S. Court 
of Appeals in the case of Bressner Radio, 
Inc., vs. Commissioner of Internal Rey. 
enue may have application in the office 
equipment industry. 

The case involved the right of a tax. 
payer to defer from taxable income 
amounts received in advance for services 
and to have said amounts taxed over 
the period the services were rendered, 
The principal is applicable to any type 
of business where advance payment is 
received for services to be rendered over 
a period of time. 

The Commissioner of Internal Rey- 
enue had held that TV service contract 
income was received under a “claim of 
right” with no restriction as to dispo- 
sition and was therefore taxable when 
received even though services had to 
be rendered upon customers’ demand 
over a 12-month period. The Tax Court 
sustained the Commissioner, following a 
long line of previous decisions. 

The Circuit Court in reversing the 
Tax Court held it was with the “econ- 
omic and bookkeeping” sense that the 
tax statutes are concerned and until “all 
events have occurred, both as to cost 
and time of performance for which the 
petitioner has been paid, the receipts do 
not ripen into taxable income.” 


MONEY MAKING DISPLAYS 


4Q% rior 


- : RETAIL 
Also available on same merchandiser — : 
4 “ ” } | 
No. 2413 24 pairs of 4%” sharp point Scissors are “must equip- 
School and Utility Scissors ment for every school child. 
0. pairs oO ” sharp point H 
School and Utility Scissors. , RETAIL Be sure you cash in on these 





ALL PURPOSE SCISSORS 


No. 2401 Scissors Assortment. One dozen 

on a new, smartly redesigned merchan- 

diser consisting of 9 pairs of 5” and 3 

irs of 6”. Heavy gauge forged steel, 

utifully finished nickel plated. Ideal 

for school, home, office or workship. 

. Every pair hand ground, inspected and 
: guaranteed. 


A9¢.. 59¢.... 


Bil: 


























ACME SHEAR COMPANY 


THE WORLD'S LARGEST MANUFACTURER OF SCISSORS AND SHEARS 


two profitable merchan- 
disers during the back-to- 
school season. 






eo ~~ > 
* Guaranteed by ~ 
Good Housekeeping 











#0r wt 
45 aovearistd 


Colorful, self-selling 
KLEENCUT merchandis- 
ers move more scissors at 
bigger profits because they 
feature only the most popu- 
lar sizes at prices everyone 
can afford. It’s good busi- 
ness to use these and other 
eye-catching KLEENCUT 
displays in your store year 
around. 

ORDER FROM YOUR JOBBER OR WRITE 


BRIDGEPORT 1, CONN 





- - = for more details circle 102 on last page 
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Se a ee ee 


Greeting Card Retailers 
Invited to Join New Group 

Some 30,000 retail establishments in the 
United States that handle greeting cards 
are being invited to join a new group, 
the National Retail Greeting Card Assn., 
dedicated to improving selling conditions 
in the industry. 
Manager-secretary of the new 
tion is Justin P. Buckeridge, a 
greeting card store owner. Anyone or any 
firm connected with the 


associa- 


former 


retail sale of 
greeting cards is eligible to join. Informa- 
tion is available from the National Retail 
Greeting Card Assn., P. O. Box 209, 
Birmingham, Mich. 

One of the main purposes of the organ- 
ization, according to preliminary literature, 
is to combat the problem of destructive 
discounts. Also proposed is the publication 
of a regular newsletter to exchange ideas, 
promotion of a standardized order form 
and exploration of various ideas for the 
improvement of the greeting card distri- 
bution business. 


Mileage No Obstacle 
In Office Installation 

Teamwork in the office furniture indus- 
try was dramatically illustrated 
with the opening of a new 
building of Banker’s Life Insurance Co. 
of Nebraska in Lincoln, Nebraska. 

The client in Nebraska, a dealer in 
Texas and manufacturers in North Caro- 
lina ignored the mileage barrier and, work- 
ing together, came up with a fine office 
installation job. 

Suniland Furniture Co. of Houston, Tex- 
as, designed the entire installation, work- 
ing with Boling Chair Co. and Myrtle 
Desk Co. Representatives of Bankers Life, 
along with executives of Suniland, trav- 
eled to North Carolina for factory visits 
with both manufacturers. 


recently 
home office 


Unusual aspects of the job included the 
design and manufacturer of a special 8- 
foot diameter table for use as a general 
agents’ conference table. A special version 
of a standard swivel chair also was pro- 
duced for a junior executive of unusual 
height. 





Irving O. Lasner of Goldsmith Bros., second 
from left, who was guest of honor at the 
stationery industry’s annual dinner for the 
United Jewish Appeal, receives a plaque 
from Mortimer Libien of Libien Press, chair- 
man of the industry's UJA campaign. Mr. 
lasner was honored for “his outstanding 
devotion to the welfare of his fellow men.” 
The 125 industry leaders at the affair in- 
cluded Henry Levy of Silver Stationery, left, 
and Joseph Burger of Art Steel Co., right. 
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NSOEA Announces 6 New 
Sales Management Seminars 

Six additional sales management sem- 
inars are being conducted by Harbridge 
House of Cambridge, Mass., in cooper- 


ation with the 
Office 


Two 


National Stationery and 
Equipment Association. 
scheduled for the 


months of August and November, 1959, 
and January of 1960. The schedule is 


each were 


as follows: 
August 9-14—Th« 
herst, Mass. 
August 23-28—Georgia Center for 
Continuing Education, Athens, Ga. 


Lord Jeffery, Am- 


November 8-13 
lin, Ohio. 


November 


Oberlin 


15-20 Western 


Inn, Ober- 


Hills 


Lodge, Sequoyah State Park, Wag- 


oner, Okla. 
January 17-22 

tura, Calif. 
January 24-29—The 

oi, ee Ga, 
Each seminar 


Planned by 


Pierpont Inn, 


lasts a week. 


Ven- 


Empress, Victor- 


professionals after study 


and personal contact with many of the 


industry firms, the 


seminars offer as- 


sistance to the executive responsible for 


the training and management of 


For design, color and 
sales appeal 


newbury guild 
CHRISTMAS CARD COLLECTIONS 
again set the standard 


— 








Place your book order NOW!! 


NEWBURY GUILD 
COLLECTION 


This group of general cards is so different, 
so unusual that words cannot adequately 
describe them. Each card combines the rare 
beauty of full natural color with magnificent 
design to satisfy the most discriminating 
taste. Send for this book, see for yourself 
why this Newbury Guild Collection is fast 
rising to the number one spot in the industry. 


SILENT NIGHT 
RELIGIOUS COLLECTION 


Never before has such authenticity, design 
and verse been combined in a Christmas 
Card Collection. Here is deep religious sig- 
nificance magnificently reproduced in rich 
natural color by the craftsmen of Newbury 
Guild. Send for the Silent Night Book today 
— a collection that reflects the highest level 
of quality and appeal. 


sales 


And Remember - - 


Newbury Guild Cards are 


available from our 


REG- 


1}ONAL PRINTING PLANTS 
assuring you immediate 
personalization and de- 


livery on a 24 
service basis. 


The newbury gui 


400 NEWBURY STREET 


BOSTON, MASSACHUSETTS 


hour 


- - - for more details circle 155 on last page 
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personnel, as well as the junior execu- 
tive. The new series will duplicate the 
five-day sessions held earlier this year 
The seminars are being repeated by 
popular demand both for the benefit of 
those unable to register at the first 
series and for additional members of 
firms who were represented at earlier 
seminars. Attendance at each is limited 
to 30. The cost is $150, plus hotel and 
meals. 

Full details may be secured from Na- 
tional Stationery and Office Equipment 
Association, 740 Investment Building, 


Washington 5, D. C. 





R 


And Rogersnap IS the good word if 
you are seeking the solution to 
increased sales and profits in your 
stationery department. Rogersnap 
Carbon Second Sheets and Business 
Forms in the exclusive time-saving 











*Registered 


OGERSNA 


TRADEMARK 





Oregon Companies Merge 

One of the most modern and extensive 
office supply stores and service centers in 
central Oregon has been formed through 
Munkres Office Supply, 
Bob’s Office Equipment, 
Redmond, and the incorporation of Oregon 


the merger of 
Prineville, and 


Stationery, Inc. 


Eastern Commercial Stationery 
Show Adopts New Slogan 

The Stationers Association of New York, 
Inc. and the Metropolitan Travelers Club, 
co-sponsors of the 1959 Eastern Commer- 
cial Stationery Show, have chosen the slo- 








® 


*Flip-Out Dispenser Box are an 
essential requirement for up-to-date 
business systems. 


Your customers will appreciate the 
service you offer them by stocking 
Rogersnap. 


Write for complete information 
on how to snap up sales with 
Rogersnap, 


OGERSNA 


TRADEMARK ® 


P. 0. BOX 10425 - DALLAS, TEXAS 
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gan “A SECTIONAL SHOW OF TRADE. 
WISE IMPORTANCE”, to describe their 
third Annual Exhibit. The slogan is used 
in conjunction with a projection of 1g 
eastern states, superimposed on a map of 
the United States. 

The show committee hopes to thus iden- 
tify the scope and purpose of the Show by 
using this trademark in all its advertising 
and promotion. 

The show will be held on October 17, 
18, 19 and 20, at the New York Trade 
Show Building, and will utilize three full 
floors for exhibits. A sharp increase in 
the number of exhibiting manufacturers 
has been reported. 

Last year over 5,000 tradespeople vis- 
ited with over 125 manufacturers of com- 
mercial stationery and office equipment 
products. It is expected that 1959's third 
Annual Show will have an even greater 
attendance. 


Utility Appoints Peters 

Appointment of Anthony (Tony) J, 
Peters to the executive staff of Untility 
Wholesale Station- 
ers, Chicago, has 
been announced by 
Morris Wolf, presi- 
dent. 

Mr. Peters will 
serve as general 
merchandising man- 
ager and will be re- 
sponsible for oper- 
ating functions of 
the merchandise and 
product 





Peters 


division. 
Formerly vice president in charge of mer- 
chandising for Associated Stationers Sup- 
ply Co., Mr. Peters brings with him more 
than 30 years experience in the industry. 


NOMA Chapter Plans 
Seminar, Exhibit 

The Twin Cities chapter of NOMA 
(National Office Management Assn.) has 
scheduled its third bi-annual business sem- 
inar and office equipment show at the 
Leamington Hotel in Minneapolis, Minn., 
for November 9-11, 1959. 

“Focusing on Fundamentals” will be the 
theme of the seminar and show. Leading 
businessmen of the Central Northwest are 
expected to attend to study fundamental 
office practices and procedures and to 
learn how new and more modern systems 
and equipment can help develop greater 
efficiencies in the office. 


Mosler Safe Offers 
Dealers Free Camera 

Mosler Safe Co. dealers are being offered 
a free Polaroid Land Camera for par- 
ticipating in a “Mosler Color Sell ‘A’ Bra- 
tion”. 

Participation requires a dealer to buy 
three safes or files in one each of Mosler’s 
new color combinations. 

The colors created by industrial design- 
er Henry Dreyfuss are in tan, grey and 
green tones. Increased visibility for filing 
is gained by making the units light on 
the inside with darker complementary 
colors on the outside. 
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#.. i os 
> > Scale Model Partitions, Chairs, 
_ Conference Desk, Filing 
Cabinets, Bookcases Added to Kit 





1A Using the newly expanded Techni- 

las planner Kit of scale model furniture com- 

“ei ponents, it’s now possible to show your | 

the customer exactly how his complete office | 

a. will look, with partitions up, files in place, | 

- even chairs at desks! This realistic office | 

we planning is possible only with G/W "s new, 

“a complete, exclusive Techniplanner Kit. 

tal 

to 440 Individual Pieces Added 

ms A “Big Addition” adds 440 component 

- parts to the original Techniplanner scale 
model Kit. Included are partition panels, 
posts, and “glass”; swivel and side chairs; 
wo- and four-drawer filing cabinets; 

bookcases; and conference desk tops. | 

et 

ar- Everything for the Integrated Office 

ra- 

These new additions, together with the 
uy 310 basic models in the original Techni- | 
r's planner Kit, make it easy to assemble gen- | 

eral office groupings of conventional or | 
m- modular furniture. Private offices can be | 
nd custom-tailored and central filing depart- 
ng ments can be planned accurately. Any 
° partition layout, in 42-, 54-, or 66-inch 
% heights, can be set up in minutes. 

The G/W Te: hniplanner Kit is a power- 
59 ful sales aid for you. It gives you_the 

opportunity to demonstrate to your ‘Cus- 









tomer exact!y how his office will look with 
Obe.- »-rnicke ; 3 


d 


easily 





VT 


KE AS A SERVICE 


CKE Cc O. « ¢ I 


arrange work stations, files, parti- 
tions, and other equipment to his indi- 
vidual requirements and space limitations. 


Lets Customer Help Plan Own Office 
The customer himself can literally “get 
into the act,” and help plan his own office. 
After you have given him the initial office 
he arrange desks, files, or any 
other equipment he desires. Office plan- 
ning and space control become a reality 
in the customer's mind with a three-dimen- 

sional presentation as realistic as this. 


plan, can re- 





Note how multiple work stations can be created. 


It Pays To Be a G/W Dealer 





TO PROFIT-MINDED DEALERS 


NNATI 12 


= |COMPLETE TECHNIPLANNER KIT TURNS 
OFFICE PLANNING INTO MONEY 


This new 750 piece Techniplanner Kit | 


is another Globe-Wernicke dealer exclu- 
sive. It’s a sales aid that offers you more 
color, drama, and selling impact. It’s one 
of the many reasons why you will find it 
profitable to learn all the advantages of 
becoming a Globe-Wernicke dealer. Write 
The Globe-Wernicke Co., Cincinnati 12, 
Ohio, today and learn how you can readily 
revitalize your business by becoming a 


NY 
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See the Techniplanner Kit, “C” 
Pedestal at NSOEA Convention 


You are invited to make the two G/W 
exhibits (Booths 18-19 and C-22) yow 
NSOEA convention headquarters . . . anc 
the place to meet your friends. You'll see 
displayed new, interesting G/W equipmen 
and sales aids including the “C” pedesta 
and scale model offices created from the 
Techniplanner Kit . . . See you in Chicago 
September 26 through 30th. 








New “C” Pedestal Offers-Five Variations 





The G/W “C” to be 
shown for the first time at the NSOEA 
convention, provides added drawer and file 
Available with a choice of two file 
drawers, four box drawers, or one fils 
drawer and box drawers in thre¢ 
arrangements, the pedestal offers the cus 
tomer five variations. 


pedestal, 


new 


space. 


two 


Further choice is afforded by fou 
styles of leg bases—fiber glass, tubula 


steel or corner legs and island bdses. The 
new “C” pedestal may be used in con 
junction with G/W’s “A,” “B,” and type 
writer pedestals on Streamliner meta 
desks and Techniplan modular furniture 
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Jones Elected President 

William W. Jones has been elected presi- 
dent of the Baltimore Stationery Co., suc 
ceeding his brother, Calvert R. Jones, Jr., 
who will remain active with the company 
as chairman of the board. 

William Jones has devoted his entire 
business career to the company and _ has 
served as executive vice president for a 
number of years. 

The company was founded by Calvert 
R. Jones, Jr., in 1930. It now has over 
100 employes and annual sales in excess 


of $3,250,000. 


Midwest Group Studies 
Problems of Paperwork 

Problems of office paperwork were pro- 
bed, reviewed and discussed for possible 
solutions by leaders of business, the armed 
forces, industry and finance July 29, 30 
and 31 at the first annual Midwest 
Office Systems Workshop and Exhibit in 
the Armory at Waukegan, III. 

The three-day not-for-profit event was 
cooperatively sponsored by personnel of 
the Navy at nearby Great Lakes, city 
officials of Waukegan and neighboring 
North Chicago, the Waukegan-North Chi- 
cago Chamber of Commerce and the North 
Shore Industries. 

C. J. Carney, Jr., head of Carney As- 
sociates, 28 E. Jackson Blvd., Chicago, 


MAGNIFIER SALES DOUBLED 


project management organization directing 
the event, said, “This event will seek to 
cover and solve some of the ‘cradle to the 
grave’ problems of office paperwork. 

“Paperwork begins with the very first 
memo by someone suggesting that some- 
thing be done. It ends, perhaps years 
later, when all records pertaining to the 
original idea are destroyed in some way 
or another, except for copies to be buried 
in the archives. 

“All along the line are difficult prob- 
lems of reproducing, distributing, collating, 
filing, binding, storing and disposing of 
them. Every enlistment in the armed forc- 
es slarts a brand new line of paperwork— 
and so does the purchase of every in- 
surance policy, the opening of every bank 
account, the planning and implementing 
of every industrial project or production 
run, the opening of every consumer charge 
account, and so on indefinitely.” 

While the three-day midwest affair was 
essentially meant to attack monumental 
paperwork problems, Mr. Carney pointed 
out that even the typical well-run “one- 
man office” has paperwork problems trou- 
blesome and of major importance to itself. 


Trademark Case Settled 

The American Ribbon & Carbon Co. 
Inc., of Rochester, New York, manufac- 
turers since 1898, has won a consent de- 
cree from the American Carbon Paper 
Mfg. Co., a competitor, doing business 





since 1940 in Ennis, Texas. The upstate 
New York concern took the case, inyoly. 
ing trade name infringement, to court last 
December. 

The Texas company agreed to drop the 
use of their trade name AMCO, the name 
Eagle, and tp 
change their corporate name. The changes 
must be completed by April 1, 1960, by 
a cash settlement was made immediately. 

The Rochester concern has had the trade 
names ARCO and EAGLE registered for 
many years and contended that the de. 
fendant’s use of similar names and de. 
signs was confusing the public. 


or representation of an 


Ralph Graham Returns 
As Manufacturers Rep 

Ralph W. Graham has announced his 
resignation as general sales manager of 
Stein Bros. Mfg. Co. in Chicago, effective 
Aug. 1. 

Mr. Graham and James C. Young are 
associating as manufacturers’ representa- 
tives covering the eight southeastern states, 
with headquarters at 367 Tall Oaks Drive 
N. E., Atlanta, Ga. 

It was four years ago that Mr. Graham 
joined the Stebco executive staff, leaving 
his southeastern territory in the hands of 
Mr. Young, a close friend and _ business 
associate of many years. Now, with the 
combined coverage by both of them, they 
plan to cover a_ broader territory and 
work more closely with the dealers. 








in Texas Store 


Mr. Paul Anderson, Jr., Vice President of Paul Anderson Co., San Antonio writes: 


“We are selling twice as many magnifiers since we put these 
B&L displays on our counter. They get the product out in 
front of our customers—make it easy for them to try, and 
once they do, we ring up sales. Most everyone can use a magni- 


fier and these displays let them know we've magnifiers to sell.” 
4 


Put these eyecatching displays to work in 
your store and enjoy plus profits. Surveys 
show average turnover of magnifiers is 4 times 
a year—selling B&L magnifiers, this means a 
full 40% margin with a 4 time per year turn- 
over—a mighty fine profit for your store. 
Write to us today for the full details. 


Bausch & Lomb Optical Co., 
Rochester 2, N. Y. 
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Learn to Multiply Greeting Card Profits 


See youatthe..... 


NATIONAL STATIONERY SHOW 
Conrad Hilton Hotel 
Chicago, Sept. 26-30 — Booth 40 


ANNUAL DRUG SHOW 
Kiel Auditorium 
St. Louis, Sept. 20-24—Booths 145 and 146 
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See this vital story unfold 


in the privacy of your office. 


JUST PUBLISHED! 


Facts and figures that shed light on your operation — compiled by the Gibson 
Merchandising Institute. 


Mr. Fred J. Wagner, Vice President 


Gibson Art Company Dept 


Cincinnati 37, Ohio 


1 believe 


to view the Gibson Merchandising Institute report. 


| prefer 
Name 

Store Name 
Address 
City 


MS-9 






This presentation is vital to the sound management of all greeting card depart- 
ments and shops. 


Be sure to see the Gibson greeting card story — merely sign your name to the 
enclosed coupon or write on your company letterhead. An appointment will 
be arranged at your convenience. 


MAIL TODAY 


will be convenient 


date 


A.M. P.M. 


Zon 


e State 
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Art Metal Acquires 
Knoll Design Companies 
Andrew Wilson, chairman of the board 


of Art Metal Construction Co., recently 
announced the acquisition of three in- 
ternationally known firms which design 
and make contemporary furniture and 
textiles — Knoll Associates, Inc., Knoll 
International, Ltd., and Knoll Textiles, 
Inc. 


The Knoll companies will continue to 
operate as independent concerns and Flor- 


Wilson said, “The acquisition of the Knoll 
companies reflects the recognition by Art 
Metal of the growing importance of the 
architect and interior designer in influenc- 
ing consumer design . . . Assumption by 
Florence Knoll of the design direction of 
Art Metal represents the logical extension 
of the work of this famous designer to the 
broad field of metal office furniture.” 


Forms Group to Meet 

The Fall Outing meeting of the Business 
Forms Institute will be held Sept. 21-22- 
23, 1959, at Skytop Lodge, Skytop, Pa. 





Consolidated Ribbon & Carbon 
Joining Curtis-Young Corp. 

Arthur M. Oppenheimer, president of 
Consolidated Ribbon & Carbon Co. of 
Chicago, Ill., announces the joining of 
his company with Curtis-Young Corp. of 
New York City and Philadelphia in a 
new corporation, Consolidated C urtis- 
Young Corp., with offices at 325 West 
Jackson Blvd., Chicago, Il. 

Many new ribbon, carbon and duplicat- 
ing products will now be available from 
a single integrated manufacturing source 
an announcement said. 








standing management 
tion are two staff 


dl 
James V. Carmichael, 
left, president of 
Scripto, Inc., was cited 
methods. With him 
members of MANAGE- 


Knoll Wilson 


ence Knoll, who founded the enterprise 
with her late husband, will continue to 
serve as president. 

Mrs. Knoll also has accepted the posi- 
tion of director of design and research for 
Art Metal and will become a member of 
its board of directors. 

In announcing the development, Mr. 


recently for his out- 
during the presenta- 
MENT METHODS mag- 



























YOU'LL HAVE A BALL 


selling this marking pencil! 
Writes on any surface—big, 
bold, clear. Works like a fine 
mechanical pencil—with no 
messy tape to unwind, no stub 
to toss away. All of which 
makes it America’s best-selling 
marking pencil. It’s smart to 
keep it in your catalog! 


Sell em over and over —with Listo refills! 
Six look-alive colors. 


LISTO PENCIL CORPORATION - ALAMEDA, CALIF 
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Empty or Filled.. 


W3 at right for 
3% x 3% prints 


W5 below for 
3% x 5 prints 
and postcards 


ALBUMS and SCRAPBOOKS 


Newest, most advertised, most talked about album, has a patented 


binding which takes addition of over 100 leaves of specially 
designed acetate pockets or full acetate protected or plain 


white or plain gray or combinations. 
Advertising and promotion discounts, counter display units, 
glossies, mats, suggested copy, other sales aids available 


- cote ) ZY Photo Albums 


~ ¢ 
P we - 
By Webway 
$ Fan ‘Box 
/ 


WRITE FOR PRICE LIST TO DEPT. A2 


SAMUEL WARD manuracturing co. 


29 MELCHER STREET, BOSTON 10, MASS. 
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Chis «oe Saw e 6 > « 
Recent Industry Deaths 


Charles B. Shannon, Eaton Paper Corp 
representative in Michigan and part of 
Ohio, died unexpectedly July 9. He had 
been with Eaton 33 years and had planned 
to retire at the end of this year 

Otis C. Steele, 75, for many years a 
representative of the pencil division of 
Joseph Dixon Crucible Co. in the central 
part of the country died at his home in 
Cedar Rapids, Iowa, in June. 

George C. Wheeler, 58-year-old vice 
president and eastern manager of Office 
Appliances, died following a heart attack 
June 29 at his home in Scarsdale, N. 
He had been a member of the magazine's 
staff for 42 years. 

Charles 5. Rhudy, sales promotion man- 
ager of the Baltimore Business Forms Co., 


died May 30. 


N.Y. Gift Show Opens 
The New York Gift Show, the coun- 
try’s most comprehensive market for gifts, 
decorative accessories, dinnerware and glass, 
opens Sunday, August 23, at the Hotel 
New Yorker and Trade Show Building 
The show, which continues through the 
week until Friday, August 28, has ex- 
hibits on the second through sixth floors 
of the Trade Show Building and second 
through twelfth floors of the hotel. 
According to show manager Don Little, 





excellent business is anticipated, both as 
a reflection of the generally prosperous 
economic conditions, and more specifically 
as the show immediately precedes the 
healthy pre-Christmas retail selling sea- 
son. Show hours for the week are: Sun- 
Monday through 
Thursday, 9 a.m. to 6 p.m., and Friday, 


day, noon to 6 p.m.; 


9 a.m. to noon closing. 


Pencil Pushers Stake 
Claim in 49th State 

A couple of West Coast Eberhard Faber 
prospectors went to dig for gold this spring 
in Alaska with sharpened pencils, rather 
than a pick and shovel 

The mission of the two “prospectors”, 


W. G. (Bill) O'Connor, West Coast Dis- 





PENCIL PUSHERS STAKE CLAIM! 





KIK-STEP MAKES YOU 14” TALLER 


Created for surefooted office efficiency. Kik-Step rolls when you kick 
it. Holds when you climb. Non-marring casters retract. Base “grabs” 
floor. Step down, casters release, and Kik-Step is ready to roll again! 
Rubber safety tread. All-around bumper protection. Sturdy steel con- 
struction. Baked new enamel finish in choice of colors. Step-up your 
sales with new profitable Kik-Step! 


Write for complete details on special No. 84 Bonus Offer... 
CRAMER POSTURE CHAIR CO., INC., 625 Adams Street, Dept. MS-9 Kansas City 5, Kans. 
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trict Sales Manager, and Arnold Brakke. 
the Seatile Sales representative. was to 
determine if business there justified the 
introduction of a new sales ter ory, 

Mr. O'Connor and Mr. Brak! Visited 
key markets in Alaska—Fairbanks, Ap. 
chorage, Ketchikan, Juneau—and noted 
many evidences of business and industria] 
activity reflecting a stepped up pace of 
output in offices 

They returned with a report that de. 
tailed a small commercial boom based op 
such projects as an extensive roadbuilding 


program, public improvements al along 
the line, new hotels and motels springing 
up all over the landscape and substantial. 


ly inereased tourist travel. 


Card Publishers Move 

CharmCraft Publishers, manufacturers of 
the CharmCraft Line of Greeting Cards. 
have moved their plant and general offices 
from 417 Canal St.. New York City, to 
enlarged quarters at the Bush Terminal 


Bldg.. 33 Thirty-Fifth Bt, Brooklyn, N. Y 


Promotion in Rochester 

Alan Goldstein, vice president of 
Rochester Stationery Co., has announced 
the appointment of Wilbur H. Cooper as 
head of the office furniture department of 
the company’s office design and layout di- 
vision. Mr. Cooper is New York State 
Area Chairman for NOFA. He has been 
with Rochester Stationery Co. since 1940 


OFFERS 
SAFETY AND 
CONVENIENCE 
_ WITH 





PATENTED 
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TRIPLE your game profits 





o 
Shy) 
ot (S|PVENEIC) 


the nation’s newest 
WORD GAME 


Zoomed into 1st place among all word 
games by adults and children, Spill 
and Spell continues to set the pace 
... leads all other word games in 
sales. Spill the 15-lettered cubes and 
cross words with the letters you turn 
up. Unique scoring makes Spill and 
Spell a constant challenge. SS-102 — 
$2.00; SS-100 $2.95; SS-205 — 
$5.00; SS-207D — $6.95. 


*Reg. in U.S. Patent Office. Phillips Publishers’ Trade 
Mark for its Word game equipment 


> 


and potential customers. 


Phillips Games have earned street floor, high traffic loca- 
tions by paying off! Phillips Games move and pay off in 
profit! People everywhere watch for Phillips Games know- 
ing they will be the “high fashion” in game-playing and 


gift-giving circles. 


Triple your game profits . . . Display and feature Spill and 
Spell, Take 12 and Never Say Die. Order direct today. 
Advertising and store display material available now. 


with this TRIPLE PLAY 
by PHILLIPS 


TAKE 12 
~_ 


5 oooe ooEe 
a 8 Q 





2. 
TAKE 














the nation’s newest 
NUMBER GAME 


Sensation of the Spring of 1959 in key 
stores everywhere, Take 12 is the 
number-brother to Spill and Spell. 
You throw red dice into a green play- 
ing field. Continue to throw the red 
dice until you cannot match the 
throw to the numerals on the white 
cubes. Fast, furious, fun! ... and 
calling for skill and judgment as well 
as luck. $2.95. 


Phillips Publishers’ Trade Mark for its 


Number game equipment 


Spill and Spell goes to television and radio for the first time 
this fall on the entire CBS TV and Radio Networks... 
up now to meet this huge new demand from your customers 


stock 





NEVERISADYT pre] 








the nation’s newest 
ACTION GAME 


New, completing the triple play for 
1959 ... Any number can play this 
fickle fortune game in which now 
you’re in, now you're out... never 
say die. Watch your pile of chips 
rise and fall as you and your friends 
roll specially lettered dice and pay 
off to Right, Center or Left! Exciting 
and completely new. There’s nothing 
like Never Say Die. It is an adult 
game, a children’s game, a party 
game, a family game. Standard-— 
NSD-122 $2.00; Travel-NSD-214 
$3.95; Deluxe-NSD-315 $5.00. 


Phillips Publishers’ Trade Mark for its 
Action game eq 


PUBLISHERS !NC 





Canadian Agent: Horizon Co. Ltd., Toronto 


Wherever folks are having fun... they’re playing PHILLIPS games. 
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OS:  £ £ « » * « associated with Abercrombie and Fitch, Nate Strauss Becomes 
New York. Manufacturers’ Representative 
Oxford Promotes Thompson Robel Press was founded in 1942. The Nate Strauss. former sales mar ger for 


William I. Thompson of Huntington, L firm specializes in sales of office supplies Artistic Desk Pad and Novelty Co, ; 
I., N. Y., has been named vice president and printing to advertising agencies and now a manufacturers’ representativ. aa 


in charge of sales other firms requiring fast, intelligent, qual- ing Ohio, Michigan, Indiana, Kent hy all 
of the Oxford Fil- ity service. Starting as a one man opera- Pittsharsh. _ 
ing Supply Co., tion, it now has more than 50 employees He is headquartering at 16727 Van Aker 
Inc., Garden City, In announcing the latest appointments, Blvd., Cleveland 20, Ohio. In addition . 
L. I, N.Y. Robert Benet, a partner, stated that carrying the Artistic line, he also repre. 
Mr. Thompson, they were dictated by further expansion. sents Luxco and Modern Steelcraft. 


who joined Oxford 
in 1955 as assistant 
manager, 


sales has 


been sales manager 
since 1956. His pro- 
took place 
at the annual meet- 
ing of the board of directors recently 


In his Mr. 


will direct the firm’s expanding domestic 





motion 


Thompson 


new position, Thompson 





foreign and government sales activities, in- 
cluding 
tion programs. 


its advertising and sales promo- 


General Manager Named 
For New York Company 

Gordon M. Kingman, formerly treasurer 
of Ellington & Co. Inc., advertising agen- 
cy, has been named general 
Robel Press, New York. 

At the same time, Charles J. O'Connor, 
Jr., has been appointed manager of the 
firm’s branch office and store at 121 Park 
Ave., New York. O’Connor formerly was 





manager ol 


“Good Display Contest’’ winners at this year's New York Stationery Show received plaques 
from Miss Tessie Goldwater, The May Co., honorary chairman of the show advisory board. 
Left to right are Bob Carman, show manager; Charles Williams, Panda Prints; Joseph Pelkey, 
Editions Ltd.; Miss Goldwater; and Doug Runnels, W. A. Sheaffer Pen Co. 


», to improve 
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FOLD-O-MATIC 


All the features of the famous 
FH-5C Fold-O-Matic now avail- 


PRINT-O-SCREEN 


Patented ink pad permits silk- 
screen printing on any single 


FOR USE WITH 
PRINT-O-SCREEN 


All the flow characteristics of 


PLASTI-PAKT INK 


able in a heavy-duty FH-5HD cylinder duplicating machine. a fluid, in a semi-paste ink Marvelous invention! Just 
size folding machine PLUS Machines may be run at high- that “gelates’ to a paste on enough ink to print 750 fully- | 
SUPER-POWER MOTOR for est speed. Extra-sharp copies contact with the drum. Won't typed post cards is vacuum i 
large production runs. 100% everytime. Five different nylon drip, won't separate, won't sealed in a throw-away plastic | 
fully automatic with conveyor mesh layers pfovide perfect offset. Won‘’t bleed through film pouch, for quick, clean 
belt and receiving tray, port- penetration and dispersal of sheet. Delivers ebony-black inking without waste. New, 
able work and jogger table. paste-type ink for electronic press-like impressions. Saves faster-drying mimeo ink spe- 
Folds 120 sheets per minute stencil work. Everlasting nylon time, work, money. May be cially compounded for postcard 
(all popular folds) . . . conveys won't clog, won't stiffen — used with closed, open or work. No mess, no fuss, no 


and stacks folded pieces. 





Other famous 


PRINT-O-MATIC productse 4.26 Card Size Duplicator @ Impress Twin-Pakt Stencils 
for all makes of machines @ Impress Formula 27 Liquid Duplicating Ink @ Fully Automatic Models 5-A (Manual) 
and 6-A (Electric) Stencil Duplicating Machines @ Model FH-5C Fold-O-Matic Office Folding Machine @ Diagraphy. 


PRINT-O-MATIC CO., INC. 


lasts a lifetime. 


reservoir type cylinder. 


worry. Perfect copy every time. 






724 W. Washington Blvd. 
Chicago 6, Illinois 
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(TOLD ON GIBSON QUALITY BUSINESS FORMS) 





BILL HEAD PADS 
BILL AND DAY BOOKS 
COUNTER CHECKS 


GIFT AND ARCHITECTS The superiority of Gibson business forms is 
CERTIFICATES immediately evident. To the eye, to the touch, 
PROMISSORY NOTES Gibson’s bespeak the quality bond, the fine 
MONEY RECEIPTS lithography and careful preparation that give 


STATEMENT PADS business forms a distinctive character. So 


much more impressive in appearance, they retail 
TRADE ACCEPTANCES A : P oe ‘ : , 
for just pennies more than ordinary forms. Some 
| WARRANTS FOR ORDER 


ON TREASURER available with dealers imprint on forms and die 
| sin sonra weil stamped on covers in quantity orders. 
CALL BOOKS 

DUPLICATING Write for Catalog, Samples and Prices 


RECEIPT BOOKS 


theon AND COMPANY 





PUBLISHERS » NORWALK, CONNECTICUT 


New York Showroom: 225 Fiftn Avenue 
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Ce Badger, Inc., Changes 
Name to Luxco, Inc. 
Effective Sept. 1, 1959, Badger, Ine. 


Canadian Guild Elects will be known as Luxco, Inc. according 
New Officers for 1959-60 to Robert Luxford, president. No changes 
W. J. O'Reilly of United Stationery in operating policies or personnel are in- 
Co., Toronto, has been elected 1959-60 volved since this LaCrosse, Wis. manu- 
president of The Stationery & Office facturer is simply changing its corporate 
Equipment Guild of Canada. The On- name to correspond to the well known 
tario dealer succeeds J. S. Luckett, Jr., national trade name Luxco under which 
of the Luckett Loose Leaf, Ltd. its products are distributed throughont 
Two vice presidents elected at the the country 
Guild’s convention this year are W. A Luxco, Inc. manufactures a complete line 
Bordeleau, Villemaire Freres Ltd., Mon- of business machine stands, steel office 
treal, and Jack Cloke, Clike & Son chairs and _ stools. 


Limited, Hamilton, Ontario. 






























Encore Carbon Paper 


boxes made for Bur- Mr. and Mrs. George J. Aigner cut the cake 
roughs Corp., Mittag at a celebration honoring Mr. Aigner's 50 
Division, won two first years as founder and head of the G. J, 
awards in this year's Aigner Co. 

1959 set-up paper 

box competition spon- =§ Cystom & Denison Buys 


sored by the National 
Paper Box Manufac- 


Cardway Rotary Files 


eee anon oy The Cardway Corp. of New York City, ; 
boxes, with hinged lid makers of rotary card file indexes, has @ 
and die cut flap in been purchased as a_ wholly-owned sub- 
the base, won first in sidiary of Cushman & Denison Manufae- 
surface design and turing Co. of Carlstadt, N. J. 
execution and first in Albert Karper, founder and designer of 
the category for office the Cardway Rotary Card Files, remains 
equipment and sup- . f Nghe ‘ 

4 with the company as consulting designer, 
plies boxes. Van st , ei : “ 
SE ONE The full line of rotary files will be shown 
Paterson, N. J. stallion by Cushman & Denison at the September 










the boxes. NSOEA exhibit in Chicago. 
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with a new idea 


PERK UP YOUR SALES 
with a really new item 


hos got ne ao 













The makers of FRACTURED FRENCH have done it again! 
PARTY GAME COCKTAIL NAPKINS 


The latest in party fun -- napkins that become a parlor game when S 
in use. Delightfully whimsical animals play Poker on the outside, while Per 
a dealt hand printed inside lets the user join the game. 

6 different napkin designs, with 36 possible hands for wide variety, rugged | 
and a chart showing their relative values in a deal. Colorfully boxed ~— 


for effective display. 
36 assorted napkins, $1 retail 
@ PRACTICAL @ ENTERTAINING @ ORIGINAL 


. 225 Fifth Avenue, New York 
( ‘4 32 East Union Street, Pasadena, California 
tt mut INC. 519A Merchandise Mart, Chicago 2 


AND AT ALL MAJOR GIFT AND STATIONERY SHOWS 
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ETHAN ALLEN 
Eno OF 1775" 


EK SET FOR DECISIONS =» 7T7CONDEROG 


As new and smart as tomorrow’s alphabet! 
Set for the smooth, clean writing of a Dixon Ticonderoga Pencil in any one of the five different points 
that are matched to your personal touch. “Pick-A-Point” from No. | extra soft to No. 4 extra hard. 
Perennial favorites are the No. 2 bold, black, “Out-Loud” writing and the firmer No. 2 5/10 for crisp, 
executive decisions by memo. Points for all purposes can be made quickly and easily on the handsome, 
rugged Dixon Enduro Sharpener. 
Speaking of points, you'll like the strong, sharp, “Thinex” and “Anadel” color pencil points for checking, 
writing and thinline drawing — famous Dixon “Best” color pencils for broad strokes and bold masses or vibrant color. 


Join the millions of smart Americans who look to Dixon for all their writing needs. 


29,000,000 Saturday Evening Post Readers saw Ethan Allen above 
calling attention to Ticonderoga's new Flip-Top Box. 


DIXON 
TICONDEROGA 


THE JOSEPH DIXON CRUCIBLE COMPANY, JERSEY CITY 3, NEW JERSEY 
MExI1CO CITY, D. F. TICONDEROGA, N. Y. SANDUSKY, OHIO NEWMARKET, CANADA 
Printed in U.S. 
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THE JOSEPH DIXON CRUCIBLE COMPANY 
JERSEY CITY 3, NEW JERSEY 
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Ticonderoga Pencils 





‘‘RERGSTROM’S 0 Y : N GIVES US THE 














BEST OFFICE PRINTING WE’VE HAD IN 


ALL THE YEARS ’VE WORKED HERE... 7” 


Long-experienced office printing equipment operators know 
there’s a vast difference in printing papers. And they tell 
us ODIN mimeo, smooth and bond finish papers give them the 
best results — by far! Outstanding for brightness, uniformity, 
opacity and printability, ODIN papers are available in white 

and six pastel colors — sized for pen and ink. The next time 
you're in the market for mimeo, offset press or duplicator papers, 
try ODIN. You can pay more but you can’t buy better value! 


vomits 





Write for your free ODIN sample 
book showing available sizes 
and pastel colors. No obligation, 
of course! 
































Write for name of nearest distributor. 


Barcsrrom PAPER COMPANY 


NEENAH, WISCONSIN 
Founded 1904 


Manufacturers of IBSEN Book Papers e THOR Offset Papers e ODIN Mimeo, 
Smooth and Bond Finish Papers ¢ Sensitized SAFETY PAPERS. 
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Pencil Display Cited 
At Art Material Show 

The Joseph Dixon Crucible Company’s 
decorator-designed wrought iron pencil dis- 
play, created to promote the impulse buy- 








ing of color pencils, has won first prize 
as the best point-of-purchase unit in a 
competition conducted by the National Art 
Material Trade Assn. A plaque was pre- 
sented to David C. McMillin, sales man- 





250,000 sq. feet on 10 acres of land 


MEMBER OF THE 
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Things are humming at ART GUILD 
to make this the biggest year in our 
history! From Maine to California... 
for the masses or the carriage trade... 
nothing beats the ART GUILD lines 
in ingenuity or profit opportunity! 


Ask us to prove it. 





NATIONAL 


ager of the company’s pencil division, at 
the association’s convention, held in New 
York City at the Hotel Statler. 

Dixon’s entry competed with 40 others, 
submitted by virtually every manufacturer 
in the art supply field. It marks the sec- 
ond time Dixon has won first prize for 
point-of-purchase pencil displays, the com- 
pany having won the award for its Thinex 
display in 1958. 

The prize-winning units hold up to 600 
pencils. 


James C. Hearn, right, Southeastern manu- 
facturer's representative and newly elected 
vice president of the National Office Furni- 
ture Assn., receives $200 U.S. Savings Bond, 
first prize in Master Made Casters sales 
contest. 


v ART GUILD 


v ENCORES 


for everyday & seasonal cards 


for smart contemporary cards 


v MERRIE CHRI 


for P.G. Albums 


STMAS 


Manufacturers Announce 
Plant, Personnel Changes 

Ivan D. Tefft, who joined the Parker 
Pen Co. in 1930, recently retired as the 
company’s general counsel. He will con- 
tinue on a consulting basis and his duties 
will be assumed by Alfred P. Diotte. Mr. 
Tefft is credited with developing Parker's 
patent law division. 

Vic Dart has been named representative 
for Mastercraft Pen Co. to cover the 
Western states of Oregon, Washington, 
Idaho and Montana. His home is Beaver. 
ton, Oregon. 

Appointment of Henry C. (Hank) Carl- 
son as new district sales manager for 
Illinois and Missouri has been announced 
by The Globe-Wernicke Co. He worked 
six years in the G-W Chicago branch and 
previously was in the retail end of the 
office equipment industry. 

Stock Forms Co., Division of Moore 
Business Forms, Inc., national distributor 
of the Rediform line of forms, has ap- 
pointed the Will Winnes Co., Cincinnati 
branch of Associated Stationers Supply Co., 
as a Rediform wholesaler. 

Briefcase, Inc., has appointed Chet L. 
Kantor, formerly with Wilson Jones Co., 
general sales manager. 

Bernard W. Maxwell, formerly with Cor- 
mac Photocopy Corp., has been named di- 
rector of advertising and sales promotion 
for American Geloso Electronics, Inc., New 


York. 


new ideas...new values...new service... 













ASSOCIATION OF 


GREETING CARD 
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SINCE 1907 L, 
OF WILLIAMSBURG, INC. 


MAIN OFFICE: 3280 Broadway, New York 27 « PLANT: Webster, Mass. 
REGIONAL SALES OFFICES: Kansas City, Los Angeles, San Francisco 





PUBLISHERS 
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Cash in on the Season’s Most Exciting Novelty Buy! 


Lincks, 8D GLITTER PE 















NO MESS -- the glitter is in the pen 





This is the item you’ve been waiting ‘for! Linck’s 3-D Glitter Pen Lf 
has everything to make it a sales leader: 


SSHSSHSSHSHESSSSESESSSESESEHHEHEEE HEHEHE SEESESEES 





Tae trorasarous STAI 


e Unique — nothing else like it. 

e Popularly priced. 

e Universal appeal. Every customer in every walk of life — 
every member of every family — finds it fascinating. 

e Repeats rapidly. Gets consumed quickly because it has so 





many uses. Customers keep coming back for more. 


HARD-HITTING NATIONAL, 
LOCAL AND POINT-OF-SALE 
PROMOTIONS HELP YOU SELL! 


A powerful ad campaign in the peak months of November- 
December in Magazine Sections (THIS WEEK, PARADE, 
SUNDAY, FAMILY WEEKLY) of 299 Sunday newspapers will 
reach 84,791,949 people. Publicity in newspapers and 
magazines will bring pre-sold customers into your store. 


1,001 Uses: Customers can personalize greeting cards; decorate 
Xmas bells, ornaments, toys, gift wraps, ribbons, party hats, place 
mats, belts, moccasins, leather jackets, handkerchiefs, book covers, 
lunch boxes. Exciting liquid embroidery effects can be created on 
hostess aprons by coloring over original designs. 

Writes with gentle finger-tip pressure on any surface. Dries 
hard with no mess. Nothing to spill. Nothing to clean up. Anyone 
can use it. 

Colors: Gold, Silver, Red, Blue, Green, Multi. Set of 3 medium 
sized pens (assorted colors): retails for $1.00. Set of 6 (all colors) 
$1.89. Large Pen 49¢ each. 


An eye-catching, oscillating counter display will stop 
and sell in-store traffic. Display is Free with moderate 
initial order. Colorful packaging plus additional selling 
aids like window streamers, newspaper mats and many 
others will keep your stocks turning over. We suggest 
you order early and order big. Contact your distributor. 
If he can’t supply you, write us direct for full informa- 
tion. Do it now. 


Don’t miss out on your share of profits with the 3-D Glitter Pen. 


PYYTTTTTTITITI LTT eS EAE, 
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+ DRIES 
QUICKLY &$ YOU 

. WRITE 
with LAMNCR 4 : Seman 


3D GLITTER PEN Mi talae CS 




















oO. E. LINCK co., Inc., Clifton, N. RA ; CITY ZONE STATE 


rae GUTTER 15 RIGHT IN THE PEN = << 
108 Sp ap greene + mane : 
FREE ANIMATED DISPLAY INDIVIDUAL PENS 6 UNIT PACK suiee wae 
Pkd: 12 per case Pkd: 6 per case Pkd: 12 per case 

oO. E. LINCK CO., Inc., Clifton, N. J. 
WHOLESALERS: We have the pr : aie de YES, I want to profit with the 3-D Glitter Pen. Send 
-2y sthanialras dtp tegpannelonsialhen me full information on your Special Merchandising : 
the manpower? Every dealer who sees it wants it. Deals and FREE animated Display. ° 
Write today for the full story on this money-maker. sae : 
STORE 
Dept. C * STREET Be 


SHEESH HEHSEEHEHEE SESE HEHEHE HEH HEHEHE HEHEHE EEEBEEEE 
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Secretarial posture chairs can also do a job for lady workers in 
factories by raising morale and boosting production. Upon the 
suggestion of an office equipment dealer, W. B. Mason Co. of 
Brockton, Mass., a candy factory at West Hanover, Mass., experi- 
mented with Cosco secretarial chairs and found packing production 
increased as much as 30 percent. Now each packer has her own 
chair, personally adjusted and personalized with her name on the 
back. 


Mrs. Lisa Pendley, right, head of the art 
department of the Ideal Office Equipment 
Co., Clearwater, Fla., and her daughter, 
Paula, board the luxury liner S. S, Nassau 
in New York for an expense-paid cruise to 
the Bahama Islands. Mrs. Pendley won 
the trip by submitting the top prize-winning 
entry in the window display contest of the 
1959 Pencil Week promotion. 


David Dohrman, left, of Dohrman’s Gift and Stationery Store, 
Jersey City, admires the new Bausch & Lomb Custom Model Bi- 
nocular which he won at this year's New York Stationery Show. 
Lloyd Powell, right, of B & L, made the presentation. 


54 


Two Swedish born businessmen discuss the business outlook for the 
coming year. One is Ingemar Johansson, left, new world’s heavy- 
weight boxing champ and also in the contractor supply business, 
With him is Karl Siewert, president of Facit, Inc., U. S. distributors © 
of Swedish made calculators, typewriters and adding machines. 


VIEWS 


f the NEWS 


The first cash register recently joined the first airplane in the Smith- 
sonian Institution as officials paid tribute to the midwistern cafe 
owner whose invention is now used to ring up sales in more than 
100 countries around the world. The first machine was presented 
to the national museum by Stanley C. Allyn, board chairman of 
The National Cash Register Co. Displaying it here, in appropriate 
costumes, are Judith Mitchell and Carol Clark. 
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but in ready-to-use felt-nib markers it is of primary importance to 
every dealer. 25,000,000 Speedry Magic Markers sold means over- 
whelming popularity, incomparable performance and unmatched 
quality. BIGNESS is important for merchandising support, consistent 
national advertising, efficient, effective sales aids...and specialized 

know-how that adds up to bigness where it counts most 
in your store in volume, profit and customer satisfaction. 

p NOW Only Speedry Magic Marker is that big! 

sTOCK 4 er Line 


Magic Mor gest 
Feature oor ; the rage 
i] 
and be ‘christmas Promo . = ” — 
Speedry See us in booth +44 NSOEA 
date. NEW PRODUCTS! NEW DEALS! NEW PACKAGING! 











She’s wooed by many 




















but Miss Secretary’s 
heart belongs to 


A. W. Faber 


ERASERSTIE: 


The original grey eraser point —always best for erasing. 


—— 
ti acai 


GraserSrik 


They've tried rushing her off her feet, 
whispering soft blandishments into 
her ear—even giving her free competi- 
tive products, but Miss Secretary keeps 
steady company with her first love— 
ERASERSTIK. 





AW. Faser & 


Because ERASERSTIK is the first, the 
original pencil-shaped eraser and noth- 
ing has ever equalled its quality— 
although many have tried. 


ts gg 


Because ERASERSTIK is—let's face it— 
a handsome product, a white-polished 
beauty that is without equal in looks. 


te 


AW.Faser &RASERSTIK 


Because ERASERSTIK has become 
“habit”’—like her favorite lipstick. And 
buying habit is the most powerful profit 
bonanza in the world. 


We ask you—isn’t this a profit beauty 
to warm your heart? Man, if you're not 
selling ERASERSTIKS by the bushel, 
you're just not interested in money. 
Orders shipped promptly, sold rapidly 
—and all you have to do is bank the 
profit. Order today. 


A.W. FABER -CASTELL 


PENCIL CO., INC. NEWARK 3, N. J. 


7099 


ALL SERVICE 
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NEW PRODUCTS .... 


(Continued from page 14} 


Drawing Pencils 1 
Alvin & Co. offers a 

new line of “Paramount” draw “n 

ing pencils. Paramount “Dia- 

mond” Drawing Pencils are a 


now 








made from cedarwood, with 
opaque leads available in 18 
degrees, perfectly graded to 










permit constant uniform densi- 
ty. They are extra strong to withstand extreme pressure and 
sharpen to a fine, clean point. Degree of hardness is distinctly 
marked on three sides for easy identification. Chrom: cap hag 
bright blue finish. Price is $1.45 a dozen. “Star” Drawing 
Pencils in ten degrees of hardness, are priced at 90 cents per 
dozen. “Chrome” Drawing Pencils in twelve attractive colors 
are priced at $1.25 per dozen. 





















Duplicator 

“Addo-X, Inc.” announces” 
the introduction of the all-new ™ 
Roneo “350” Duplicator, both’ 
electric and hand models, to 
complete the Roneo line. Some 
of the special features are con- | 















stant speed, full ream feed,® 
fully automatic inking, simple 
single lever control for switch and feed, hairline registration, ¥ 
| dual-system feed mechanism, 20-second color change, auto- 7 
| matic pre-selector shut-off of feed, precision stacking of fine} 
| ished copies and high quality reproduction of photographs, ™ 
| halftones, and all types of printed matter. 
| 





| Photocopiers 

American Dictating Machine 
| Co. announces two new photo- 
| copy machines imported from 
Denmark. The automatic flat- 
| bed copier, called the ADM 
| Planocop, makes reproductions 
from books, magazines and ma 
| cardboard paste-ups as well as from single sheets. Available 
| in two sizes ( the larger for 14” by 22%” work), this ADM 
| Planocop has a self-contained stainless steel covered developing 
| unit that gives maximum efficiency and simplest operation) 
The automatic ADM Printess is for general office copying) 
from originals up to 14 inches wide. 


| Birthday Tableware 7 

For children’s birthday parties) 
Tuttle Press offers its new Variety 
Match Paper Tableware. The basi¢ 
design theme is that of a color 
ful Circus. Each item, such as 
cups, plates and napkins depicts 7 
a different circus scene, yet each 
is related in color and theme to 
match portions of the large heavyweight, extra wet-strength 
| table cover. Items are individually cellophane wrapped in 
| resale size units and carton packed for individual inventory 
| and fill-in reorder. A colorful window display streamer is 
| included with each carton of table covers. 





More 


| One-time Carbon 18 
| Port Huron Sulphite & Paper Co. announces the develop- 
ment of a new 6¥%2 pound one time carbon. Available in a 
variety of intensities, Seagull 6% pound carbon is of particular 
interest to forms designers and methods men developing mul- 
| tiple part forms for running on high speed tabulating equip- 
ment, including wire printers. Superior results are obtained, as 
well, on electric typewriters, the company says. Forms manu- 
facturers are successfully line hole punching and collating 
Seagull 6% pound at normal operating speeds. Samples are 
available. 
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HAS YOUR SALES FORCE 
: SEEN THIS 
4 DRAMATIC FILM? 











More than 250 dealers and their salesmen have already profited 
from Eagle’s free film on how to sell quality office supplies! 


Eagle’s famous live TV show on VALUE ANALYSIS is 
now available as a film—absolutely free! This is the 
documentary, shot right in Eagle’s laboratories, that 
was witnessed by thousands of purchasing agents 
in 12 cities over closed-circuit TV. Since then, its 


lating hard-hitting lessons on VALUE ANALYSIS have been 
es are 


shown (by request) to more than 2,500 dealer sales- 
men from coast to coast. Give your force the oppor- 
tunity to utilize this powerful selling tool. For a 
convenient, free showing by your local Eagle Pencil 
representative, talk to him right now. . . or write 
directly to our Director of Sales Education, in care of: 


™” |EAGLE PENCIL COMPANY, pansury, CONNECTICUT “(ammo 
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DUPLISNAP. 


Tole t-¥-t-Ti ale Mm r-lel-1 


LT easy-to-use 
YT economical 
ZY efficient 





Today's offices demand top efficiency. 
That’s why more and more offices use 
Eureka Duplisnaps for multiple mail- 
ings. After all, a typist, a typewriter 
and Duplisnaps give you a complete 
addressing department — at low cost. 
Handle the carbon-interleaved Duplis- 
nap set once, slip it in a typewriter, 
type the addresses, snap the sets apart, 
and the job is done. You have up to 
six sets of neat, clear, perfectly aligned, 


strongly gummed addressed labels. 


To learn more about Duplisnaps and how 
they can increase your profits—write for 
your free copy of “Speed Your Mailings.” 


® Reg. T.M.—U.S. & Canada 





es ga CUCERs SPECIALTY PRINTING CO. 
Dept. 100 - Scranton, Pa. 


SALES OFFICES: New York, N. Y., Chicago 
Dallas, St. Louis, San Jose and Los Angeles 
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Viewer-Tracer Unit 
Viewing photographic transpar- 
encies or tracing drawings onto a 
mimeograph stencil are easily ac- 
complished with a new combina- 
tion light table and viewer devel- 
oped by Activ-Ad, Inc., Toledo, 
Ohio. The unit, weighing three 
pounds, can be moved from desk 
to desk in an office and it takes 
up a limited amount of space on 
the desk top. The viewing area PO i 
is 1134 inches by 15% inches. It can be used in three posi- 
tions. The viewer body is made of high-impact plastic. The 
viewer with a plexiglas top is $19.95 and with flashed opal 
glass is $24.95. It may be ordered direct from Activ-Ad, Inc., 
21 S. Erie St., Toledo, Ohio. Dealer inquiries are invited. 


Gift Set 20 

A new soap and towel en- 

semble, combining scented 

and sculptured cakes of 

soap in solid hues to com- 

plement four popular paper 

guest towel designs, is Pa- 

kay’s latest gift creation. 

Each package contains three 

cakes of soap and 24 towels 

in a selection of four different designs and color combinations, 

Created for Christmas giving is the ensemble identified as 

Christmas Holly. This selection includes towels containing 

Pakay’s popular Christmas Holly design in red, gold and 

two shades of green. The soap is pine-scented and is sculp- 
tured with holly leaves and holly berries. 


Poriable Sound System 21 

New from Radio Corporation of 
America is a portable lectern which 
doubles as a sound system. A compact, 
suitcase-size styled unit, the *Lectronic 
Lectern sets up in less than 30 sec- 
onds, operates from a wall outlet or 
batteries. The Lectern uses a minia- 
ture TV type microphone, a_ high 
fidelity loudspeaker and a newly de- 
veloped transistorized amplifier to 
project sound to audiences up to 600. 
This combination lectern-public ad- 
dress system may be connected to a 
record player, radio tuner or tape re- 
corder. 


Dictionary 
The trade edition of a new Merriam- 
Webster dictionary especially prepared 
for the junior high school teen-age 
—— market will be published August 24 
secon’ for the back-to-school and fall selling 
seme season. The title: Webster’s New See- 
ondary School Dictionary. The price 
It is based directly on text- 
-- books used in junior high school and 
E ee . 

$} oe on many books used and read in high- 
on er grades. Three features included for 
the first time in any dictionary on this 
> level are (1) usage examples in every- 
day terms (2) synonyms for help in choosing the right word 
(3) simple etymologies for better understanding. Most important 
is a $4-page self-teaching introduction to help each student learn 
use the dictionary independently and efficiently, a feature 
most welcome to parents. Imprinted circulars and newspaper 

mats are available to dealers at no charge. 
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from neighborhood shop to large corporation— 





Burroughs’ broad line delivers new adding machine markets! 


When a dealer has designs on a broader segment of 
the market, chances are he also has Burroughs 
designs! Because Burroughs gives his customers 
breadth of choice, gives him a famous line of quality 
profit-pullers: full keyboard models; ten key machines 
to 999,999,999.99 . capacity; a new, competitively 
priced adding machine; and thrifty hand-operated 
and electric cash registers. Yes, something Burroughs 
for almost every need! 


And something Burroughs for dealers, too—top 
support! You get the best the industry offers in 


Burroughs 


national, in-store and direct mail advertising. Your 
specially trained Burroughs representative will pro- 
vide marketing ideas plus his personal cooperation to 
help you cash in on a thorough preselling job. 


Get acquainted soon with all the benefits of a Bur- 
roughs dealership. Just write Dealer Sales Dept., 
Burroughs Corporation, Detroit 32, Michigan. 


P.S. Another profit-puller: Burroughs fast-selling M&V 
carbons, ribbons and other supplies—including revo- 
lutionary plastic-base NU-KOTE carbon paper. 


adding machines and cash registers 
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Pan-American Jet-Clipper 





Quickly! Smoothly! In travel by modern air- 
liner. In mushrooming sales and turnover 
with modern, exceptional, Weldon Roberts 
Jet Erasers. Take advantage now of your 
customers’ appreciation of dramatic Jet Age 
speed and progress in office procedure fea- 
turing sensationally popular Jets, wonder- 
fully new and time-saving, unbelievably 
clean in use. 








f=» 


Handy, business-like, luxury-textured rub- 
ber cores, in inviting clear-plastic holder with 
pocket clip, or with whisk brush for typists. 
Holder tip unscrews so eraser stick can be 
moved outward. 


NO. 855 TWIN JET. BRAND NEW! Double-end- 
ed, for dual use. Contains both gray and red 
rubber cores; gray for erasing typewriting and 
ink, red for pencil erasing and cleaning. With 
pocket clip. 


(uit 
peenadele 
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NO. 827 JET. Gray rubber core for erasing and 
typewriting. (No. 8270, with whisk). 


NO. 838 BALL POINT JET. Green rubber core 
for erasing ball point ink and India Ink. (No. 
8380, with whisk). 








a 


NO. 825 JET. Red rubber core for pencil erasing and cleaning. 
(No. 8250, with whisk). 















Refills for 
each texture 





NO. 800 JET TRIO. Ail 
three textures with refills 
for each, in attractive, 
clear-plastic box. 


WELDON ROBERTS 
RUBBER CO. 


365 Sixth Ave. Newark 7, N.J. 

World's Foremost Correct Mistakes in Any Language 
Eraser Specialists = 
- = = for more details circle 166 on last page 
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Loose Leaf Reinforcements 23 

Pres-a-Ply Self-Stickin Rein- 
forcements for ring binder pages, 
available in two different package 
types, are the newest additions to 
the school supply line of the Den- 
nison Manufacturing Co. They are 
packaged in a unique dispenser 
box with a metal clip enabling the 
backing tape to issue a single re- 
inforcement at a time. They can 
also be had in a three-page plastic 
covered book. The dispenser retails for 35 cents, the book for 
25 cents. Both items are available for immediate delivery, As 
a dealer aid for the point-of-sale, a display card to show the 
mounted dispenser will accompany each carton of twelve boxes, 





Household Money Bank 24 

An all steel Ready Money 
Bank with six removable 
compartments for handy 
saving and budgeting is of- 
fered by Tudor Metal Pro- 
ducts. The bank comes com- 
plete with a lock and two 
keys plus a special card 
with a wide assortment of 
titles for special savings and 
budgeting needs. These titles 
include such things-to-save- 
for as: vacation, gifts, camera and many others. The banks 
come in three decorator colors and retail for $3. For dealers, 
Tudor offers a free display with every six dozen order. The 
display includes 3 actual banks, one of each color. 





Line Guide 25 

A simple, inexpensive copy 
checking device called Check- 
a-Line Guide offers dividends 
in work accuracy and reduction 
of eye strain and neck strain. 
It is for use by typists, proof- 
readers, accountants and audi- 
tors in copying or checking 
printed matter, price or inven- 
tory lists, financial statements, 
manuscripts or transcripts of all kinds. It stays parallel to copy 
because it moves on rollers — no slipping or sliding. The 
Check-a-Line Guide cannot warp or get out of shape and it 
will last indefinitely. Kee Lox Manufacturing Co. says the 
price is $1.50 for the 84%” letter size and $2.25 for 17” report 
size. 


New Carbon Package 

A package that enables secretaries 
and typists to collate Grip N Pull car- 
bons and copy sheets without touching 
a carbonized surface at any time has 
been introduced by Kee Lox Manufac- 
turing Co. In the new system the top 
of the hinged, one-piece, patented Grip 
N Pull box functions as a specially 
constructed collating tray. When the 
box is opened Grip N Pull uncoated- 
edge carbon paper is ready for collating 
in the left hand portion of the opened 
box. As each sheet of copy paper is placed in the right hand 
portion of the open box, a sheet of Grip N Pull is placed over 
it — using the uncoated edge in handling. The aligned and 
collated sheets are automatically positioned for easy removal by 
an elevating knob located in the right hand corner of the tray. 
When collation is complete the copies and carbons are removed 
—a die-cut opening in the box saves wear and tear on cuticles. 
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dealers’ choice for fall profits 


Both Olivetti portables offer dealers these im- 
portant advantages. (1) Full profit opportunities 
on every sale. (2) Superior quality that makes 
for satisfied customers and word-of-mouth ad- 
vertising. (3) National advertising. To learn 
how you can become an Olivetti Portable 
Dealer—in time to get your share of Olivetti 
back-to-school profits this season—write to 
Portable Division, Olivetti Sales Corporation, 
375 Park Avenue, New York 22, New York. 











olivetti 
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PROFIT 


PROMOTERS 
by “SHACHIHATA” 


Quality Stamp Pads for 40 Years! 







Color of pad’s frame 
indicates its original 
ink’s color 


GRACEFUL DESIGNS 


Clear impressive colors...... suitable for stamping on 


REASONABLE COST 


document's and ledgers. 
For re-inking......use 
Automat “58”! 

SIZE: H-4, H-3, H-2, H-1. 


only Shachihata Stamp Ink 


Available in 6 colors and uninked, and also foam 
rubber stamp pads. 







Color of pad’s frame 
indicates its original 
ink’s color 


STAMP PADS 


NON-FADING EXCELLENT DESIGNS 
Permanent impressive stampings, even on “hard to 
stamp” surface, cloth, wood, and so on. 

For re-inking.....- use only Shachihata Stamp ink 
NEO-88 ! 
SIZE: HN-4, HN-3, HN-2, HN-1. 


Avoilable in 6 colors ahd uninked. 


Color of Pen’s holder 
indicates its original 
ink’s color 


CHEMI-PET MARKING PEN 


WRITES DRAWS MARKS 
on any surface, paper, wood, cloth, plastic, 






metal 





NON-FADING QUICK-DRYING 
Suitable to teachers, artists, designers, students, and 
so on. 

For re-inking...... use only Shachihata Chemi-Pet Inks ! 
Available in 10 colors. Packed in 
and one dozen box. 


10 color's box 


PATENTS for these 3 products ars applied for 


SHACHIHATA INDUSTRIAL CO., 


65, Uwabata-cho, Nishi-ku, 
Nagoya, JAPAN 
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Photo Department Fixture 27 
A new. semi-servic: photo- 


graphic department by the Bul 
man Corporation is designed to 
accelerate sales in ex 
and supplies. Complet 
ible, this department is 
posed of three units 


\ipment 
flex. 
com- 
upper dis. 
play case for cameras, special 
film unit and lower sh« lving for 
accessories. Upper display cage 
in limed oak has glass top, sides and front, with sliding doors 
in rear, adjustable center shelf, and optional showcase light. 
Available in 36” and 48” lengths, the department (or com. 
ponents) is also ideal for appealing displays of cosmetics, 
and other fine line merchandise. 


jewelry 


Contour Pen 28 
Something new in pen design has 

been developed and patented by 

Kontour Pen & Pencil Co. The new 

pen is named “Kontour” because it 

fitted to the contour of 
thumb in the 


Is precision 


fingers and writing 


position. The company says labora- 


tory tests have proved the new 

contour design actually reduces finger fatigue and, at the same 
time, improves the writer’s penmanship. The case of the new 
pen is durable Eastman Tenite II, and the pen is 


equipped with finely crafted threaded fitting and a quality car. 


made of 


tridge. Refills are available. Colors include maroon, green, tele- 

phone red and_ black. 

Electronic Dictating Machine 29 
A new entry in the mush- 


machines field 
is the Cole Dictater, a dictating 


rooming business 


and transcribing unit designed 
by German technicians for Cole 
Steel Office Machines, Inc. Com- 
pact weighing only ll 


pounds 4 ounces, the Cole Diec- 





and 


tater operates in planes, trains, 
offices. A automatic 
microphone provides simple finger controls which guide all die- 


homes and slim 


well as in 


and aulos, as 


tating operations; start, stop, recording and playback. A_ special 
noises. The Cole Dictater 
2 full hours, while the dual recording track pro- 
vides for corrections and additions. Retail price of $220 plus 


volume control eliminates background 
records up to 


tax includes the machine, microphone, 2-hour reel of reusable 
magnetic tape, log pad and dust cover. 


Paper Trimmer 


“Metocut” has a circular knife 
that rolls against a straight edge 
creating the shearing action. Both 


and 
cutter 
carriage travels on a guide rail. Pa- 


ground 
sharpening. A 


elements are hollow 


never need 
per is held flat by a plastic strip 
the entire length of the hard wood 
curling. Scored 
guide lines in the plastic strip and 


base to prevent 
calibrated lines indexed on the base 
trimming _ perfectly 
Cutting or trimming. all 
types of paper, film, foil, medium and light weight cardboard, 
plastic, ete. present no problem. Available in two sizes, 24” and 
51” wide, the will last many with 
ance other than oiling the carriage bearings occasionally. Bien- 
fang Products Corp., Metuchen, New Jersey, sole distributor for 
the United States, invites dealer inquiries. 


board enable 


square. 


machine years no mainten- 
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* 
World’s Newest 
Most Powerful 
Rechargeable 


Flashlight 


® 
@ 


SUPER'200" 


pemiie, RECHARGEABLE 
erashtiett flat ' | % . 





Y 






















{ 
AAAAAA Add A GQddas Y 


— 


\ 
saatik RECHARGED NEVER NEEDS BATTERIES 


Now for the first time Life Lite Super “200”, a powerful full beam 
rechargeable flashlight that never needs batteries and burns brightly for 
hours in a single charge. Can be recharged thousands of times in any 
electrical outlet (110 AC). 





FEATURES: Built in ALNICO® magnet « Metal clip - Luminous push 
Separate two halves as shown. button - Uses standard bulb - Leather belt loop - Unbreakable case 


* 7 FULL RECHARGES FOR 1¢* PAYS FOR ITSELF IN SAVINGS 


AVAILABLE ACCESSORIES: Automobile cigarette lighter charger - Calf- 
grain carrying case ° 





Ask about our new full line Life Lite merchandising program 


Insert prongs into any outlet (110 AC). 


otner Life Li RECHARGEABLE FLASHLIGHTS 





~ POWERFUL BEAM BUILT-IN ALNICO MAGNET CARRYING STRAP LUMINOUS SWITCH 
A 


: ™) USES STANDARD BULB @ CANNOT LEAK OR CORRODE @ UNBREAKABLE CASE ¢ GIFT BOXED © MADE IN U.S.A. 
The two-tone gray The Silhouette is all 
with golden trim is pink with golden 
an ideal home & car trim. A beautiful & 


peemient Fits into practical accessory Guliton Industries, ING. Metuchen, N.J- 
| pockets , ‘ : , 
bg os pel Byes ty $s8s See us at: National Hardware Show — Sept. 28 — Oct. 2, Coliseum, N.Y.C., Booth No. 390 
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SELL MORE 
IFT ITEMS 


with QUICK SERVICE 


MONOGRAMMING 


You can RENT a 
KINGSLEY for 21¢ a day 





With a Kingsley Machine you can mono- 
gram these gift items right in your own store! 


This “On-the-Spot” service promotes extra gift 
sales...and brings in new customers who can’t 
get quick service monogramming elsewhere. 


Write for a free copy of “Ideas for Mono- 
grammed Sales Promotions; and complete in- 
formation on our Rental Plan (only 21¢ a day). 


KINGSLEYZzz 


Totem er laler-lalot-Emalelib Ac celelemci- mr et-lillelgalt-| 
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Storage File 31 

New Dolin Double-Duty files com- 
bine records storage economy with sys- 
tem flexibility for large or small rec- 
ords storage areas. Each No. 65 file 
features one sturdy all steel case with 
two heavy test corrugated record box- 
es. These double boxes will hold let- 
ter or legal size records, permitting 
standardization of one size file for both 
record sizes. 





Novelty Albums, Diaries 32 

The “Groan-Ups”, an original and 
smile-provoking line of leatherette 
albums, diaries and other special- 
ties, designed by cartoonist-humor- 
ist William Box, has been intro- 
duced by the §. K. Smith Co. The 
items in the line, which include 
scrapbooks, photo albums, diaries, 
desk baskets and pencil wells, are 
produced in striking white Smith- 
crafted leatherette with vivid black 
embossed design. Each item is available in two different William 
Box cartoon-designs and is individually boxed. 


Ribbon Dispenser 33 
A new, convenient drawer dispen- 

ser for typewriter and adding ma- he 

chine ribbons is announced by Gen- ok 

eral Ribbon Corp. The drawer dis- & 

penser holds one dozen typewriter 

or adding machine ribbons packed 

in plastic boxes. A description of 

the contents is printed on the label 

on the front of each drawer. The 

drawer fits snugly into a four-sided 

“sleeve”, yet slides easily in or out 





d 


by means of a sturdy thumb-pull at the front of the drawer. 


Stacking Chair 34 

Stretcher bars between legs are said 
to add extra years of long service and 
assure automatic alignment in stacking 
of a new model chair — the 1188-S— 
introduced by the Ohio Chair Co. A 
member of Ohio Chair’s Rest-All up- 
holstered aluminum line, it is produced 
with tiny Nylon protective pads on the 
inner sides of legs and under sides of 
stretcher bars to prevent metal-to-metal 
contact. Plastic foot covers also add 
protection. The chair is available in a 
complete range of anodized frames and 
upholstery types, colors and textures. 


Tracing Folders 35 

To increase the accessability of 
engineering drawings filed in_hori- 
zontal file drawers, Best Yet Pro- 
ducts has introduced a new line of 
folders. Made of firm paper board 
material, the folders have a heavy 
duty cloth tape hinge. The opening 
edge has a celluloid edging with 
provision for inserting identifying 
labels. Four different sizes of folders 
are available, the largest 26”°x34” 
and the smallest 12”x12”. 
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"TACCO BINDS PAPERS IN SECO 





wees 


ACCOGRIP® holds together business or personal papers, work sheets, photos, artwork. No marring. You insert or remove sheets instantly. 


ONE FINGER DOES IT! 


e press to open  e press to close 
























SURE GRIP. Test it yourself! Accogrip has HOW MANY USES have you for Accogrip? NEW! Revolutionary mechanism. Closed- 
4” capacity — yet holds.even one sheet Ideal for reports, letters, records, blue- back design. Genuine pressboard cover — 
securely. Contents stay put until you prints, catalogs, photos, sheet music. firm, flexible, long-lasting. Red, black, 
release spring-action grip. Keeps material on hand, intact, in order. grey, green or blue. Letter or legal size. 


" burg, N. Y R 
en of Natser Corporation, Ogdens 3 
A naa eS cee ban Canadian Co., Ltd., Toronto. 
~ This ad will afspesa C ACCO PUNCHLESS BINDER 
ae 




















©@ TM pending 














Booth No. 128 NSOEA Show 
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Economy priced to speed sales. Continuous-duty design assures 


minimum servicing to preserve profits. 4-way guarantee builds cus- 


tomer confidence. Many “addo-x” features—all “addo-x” quality. 


write ; —“‘addo-x’’, 300 Park Avenue, New York 22, NY 
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NEW PRODUCTS...... 
Stacking Desk 36 


A multi-use stacking desk, available 
in five heights and featuring an extra- 
large work surface, is now being man- 
ufactured by the Brunswick-Balke-Col- 
lender Co. The 20”x24” top, unbroken 
by pencil trough, offers a convenient 
and comfortable writing area. A part 
of Brunswick’s new Contemporary Ser- 
ies equipment line, the movable stack- 
ing desk also features a 1,469 cubic 
inch capacity book shelf, Seandinavian 
modern styling, stacking and grouping, é 
and an exclusive parchment-pattern melamine plastic top. 





Power Converter 37 

> The Terado Electra is an electronic 
device for changing 12 volts DC car 
battery power to 110 volts AC elec. 
tricity. It enables the user to operate 
many appliances such as radios, phono- 
graphs, lights, electric razors, dictation 
machines, small tape recorders, and 
many other electrical devices which re- 
quire no more wattage than the capa- 
city of the Electra which is 52 watts 
The converter just plugs into the cig- 
aret lighter in a car. It has a case of leatherette finish and 
measures only 3°x2%4"x5'%4". One of the smallest power plants 
in the world retails for $24.95. The Electra is said to be ideal 
for on-the-go operation of the DeJur-Stenoretie, Norelco ‘35”, 
Stenocord, Edison Miniphone, and Geloso dictation machines. 


Auto Desk 38 
A Ride-n-Rite Auto Desk has 


been produced by Mid-Century Tool 
& Products, Inc., to sell for $24.95. 
Features include stury leg support, 
easy installation, variable position- 
ing, a large (12”x16”) stain re- 
sistant top with rubber edging and 
a handy paper holder. The metal 
frame is strong enough to hold a 
portable typewriter. 


Microfilming Unit 39 

A new, portable, 35-mm_ micro- 
filming unit has been designed to 
aid the adjuster in copying hospital 
and accident reports. The unit 
weighs five pounds and will micro- 
film any document up to 919”x15” 
It is preset and prefocused, so as 
to enable uniform pictures every 
time. It also has its own light and 
power source, a strobe light good 
for approximately 15,000 shots. 
Called the Camcopy Copiflash, by 
Camcopy, Inc., it comes in a 17°x 
11°x7” leather carrying case. A 
companion Camcopy Reader is available as a companion unit. 


Stacking Desk 

A new grouping of desk ac- 
cessories in polished brass with 
teak inlay is offered by Maison 
Gourmet, Ltd. All items are in- 
dividually boxed. Suggested re- 
tail prices are $10 for the ash 
tray; $11.50 for the bookend set; 
$8 for the cigaret box; and $12 
for the table lighter. 
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The Perfect 


SELF-STICKING 
LABEL 


For Outdoor Or 
ff Permanent 
Indoor Use! 





MYLAR* COVERED 


*duPont's ® 
~, registered 
Y trademark 


@ Permanent and Forever Clean! 
Mylar* Cover guards against 
rain, dirt, sunlight. 

@ Pressure-Sensitive! Sticks to any 
flat, clean, dry surface. 

@ Universal! Can be typed or written 
upon, used indoors or outdoors. 

@ Withstands Heat! Up to 300° F. or 
down to — 100° F. 

@ Colorful! Available in black, blue, 

red or green border colors. 

/ @ Easy to Use! Just remove backing 
















sheet, fold cover over writing, 
and apply. 

@ Pre-cut in 5 standard sizes — pack- 
agedinhandy, attractive slip boxes. 


For samples and prices, 
write Dept. MS-9 


LABELON TAPE CO., INC. 


450 Atlantic Ave., Rochester 9, N.Y. 
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Send Us Your 
News 


The editors of MODERN STATIONER 
AND OFFICE EQUIPMENT DEALER are 


always interested in all of the news 





about your company and your personnel. 
They urge you to adopt the policy follow- 
ed by so many other office equipment 
dealers in forwarding them regular in- 
formation about the activities of your 


company and its people. 


Address: News Editor 


MODERN STATIONER AND 
OFFICE EQUIPMENT DEALER 
1 East First Street Duluth 2, Minn. 














PATENTED “CLEAN CHANGE” TYPEWRITER RIBBON 


Co PI-MATE — offers 


a complete 
she merchandising package. 


for BIGGER and FASTER TYPE- 
WRITER RIBBON PROFITS and reduces 

high inventories. 
COPI-MATE Double Pack . .. The only rib- 
| e bons available with a DOUBLE SPOOL PAT- 
ENTED “CLEAN CHANGE" package in a se- 
ries of 12 packs. One of the 12 packs will 
fit any standard, manual, electric and all 
portable typewriters, imported and domestic. 


COUNTER DISPLAY — RIBBON SELECTOR 

e CHART and FREE SALES LITERATURE .. . 
A sure fire counter display (illustrated) con- 
taining complete ribbon inventory and sales 
aids. Display near cash register for quick 
impulse sales. 


COMPLETE LINE... Leedall has a complete 
e line of COPI-MATE PATENTED ‘CLEAN 
CHANGE” typewriter ribbons, COPI-MATE 
non-curl carbon papers and duplicating sup- 
plies. Carry the COPI-MATE PATENTED 
““CLEAN CHANGE" line and you won't 
miss a sale. 
Dealers: Write for complete catalog and 
price lists. 
LEEDALL products mfg. co., ine. 


MILLTOWN, NEW JERSEY 
* COPYRIGHT 1957 BY LEEDALL PRODUCTS MFG. CO., INC. 
INKED RIBBONS + CARBON PAPERS + DUPLICATING SUPPIES 
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A new ANCO Original 


| 
\ 8 





No. 415 
HARWOOD 
STOR-A-WAY 
Drawing Table 


A well-engineered 
Anco original in the 
three most popular 


sizes, for school and 
home, offering: 

, Plenty of knee room is 
provided by the Har- 
wood Table. Board 


which pivots at the 
front can be adjusted 


yen to working angle most 

= comfortable for each 
individual. 

VERSATILITY 

Complete adjustability 

; to any angle, including 

vertical, lets the Har- 

wood Table double as 


easel as well as draw- 
ing table. Adjustable 
pencil ledge. 


&, 
.« 
: CONVENIENCE 
1 The sturdy Harwood 
is easily set up, and 
just as easily folded 
flat. to 6” for incon- 
spicuous storage. 


ANCO BUILT means beautifully designed, well- 
balanced and well constructed of the best materials. 
Select pine top and hardwood base are smoothly 
finished in a fine clear laquer. 























SIZE LIST 
No. 415-1 23” x 31” $17.50 
No. 415-2 24” x 36” 19.00 
No. 415-3 31” x 42” 23.00 


PRICES (F.0.B. GLENDALE, L.I.) LOCAL RETAIL PRICES 
WILL VARY DUE TO FREIGHT DIFFERENTIALS. 











ANCO WOOD SPECIALTIES, INC. 


GLENOALE @, 
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Spirit Duplicator 

A new, low cost, small size, sim- 
ple to set up and operate spirit 
duplicator is announced by the Fay- 
mus Div., Bankers & Merchants, 
Inc. Featuring automatic impression 
control, one turn of the Faymus 
Model D1 Spirit Duplicator’s oper- 
ating handle produces one copy at 
a time, with exact printing register, 
even on legal size sheets. Variations 
in color can be achieved on the same sheet through the use of 
different color Spirit Master Units. The precision-built unit has 
a light alloy stainless printing drum; moistening device with 
cast metal felt holders; a large size slanting paper feed tray; 
an adjustable paper receiving tray; coated metal side covers; 
and elastic printing pressure. The price is $79.95 plus tax, with 
a supply of fluid, masters and paper. 


Counter Display 42 

A new counter display for self- 
selection of expanding products jis 
offered free by Red-Rope Station- 
ery Industries with the purchase of 
$50 worth of Red-Rope products 
Made of heavy duty steel, the dis- 
play is finished in desert tan and 
measures 21” wide by 15” deep by 
13” high. It will accommodate a 
large assortment of expanding pro- 
ducts. 





Telephone Accessory 43 

A new device similiar to a doctors’ 
stethoscope is offered by North 
American Industries as a telephone 
accessory to amplify sound and 
make the spoken word more audi- 
ble. Called the Twinfone, it puts 
both ears to work and shuts out 
distractions. It can also be used to 
enable another person to listen in on 
a conversation. The Twinfone can 
be carried in the pocket and_ it 
snaps on and off the phone receiver in seconds. 


Bridge Player's Aid 44 

E. Errett Smith, Inc., has a 
new version of the BridgEasy 
table cover—heavy plastic with 
foam rubber backing — legible, 
washable, smooth and soft. New- 
est bidding and scoring infor- 
mation (point and honor count 
system) is beautifully printed in 
front of each player, a ready 
reference helpful to experts and 
novices alike. Robert Lee Johnson’s book on bridge is included 
for pre-game study or post-game discussion. Packed in a gold 
and black permanent storage tube, the table cover sells for $5.95. 


Inflatable Globes 45 

A new line of Georama inflatable 
globes in 16” and 20” diameter 
sizes to retail at low prices is 
offered by General Graphics Corp. 
Consumer tested on a direct mail 
plan, all the globes have a twin 
axis dual rotation stand. Suggested 
retail prices start at $5.98. 
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>; Read all about it: 


































h te can read all about it the latest daily 
happenings at the big NSOEA show — in 
MODERN STATIONER CONVENTION 














= DAILY. It’s the newspaper that greets you 
vial - cheerfully each morning bringing you the best 
- . the most . . . in colorful, up-to-the-minute 
convention news. 
MODERN STATIONER CONVENTION 
DAILY is the newspaper that has consistently 
° e yublished more news, more pictures, more con- 
Win a Mink Stole! cassie facts than any ae publication at the 
NSOEA show. That’s one reason why dealers 
Watch for CONVENTION agree — it’s their preferred convention news- 
DAILY’'S big mink stole con- paper. 
test at the NSOEA convention. You'll like CONVENTION DAILY’s breezy, 
Complete details and entry blanks modern stvie. too. ; 
in each issue of MODERN STA- Be sure to look for it — MODERN STATION- 
TIONER CONVENTION DAILY. ER CONVENTION DAILY, the dealer's 
favorite, at the big NSOEA show — Chicago — 
September 26-30. 


ConrveEn Trion 
IDAAINO SY 


1 East First Street Duluth 2, Minnesota 
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NEW PRODUCTS... 22 ec ee eee ee 


THE 
PERFECT 22220 ~. oeg 
A new greeting card that talks has So iy tJ 
recently been introduced by White & 
OFFICE-PEN Wyckoff Mfg. Co. This new product, 
REFILLABLE-RETRACTABLE 


| called Talking Tape Cards, speaks the 
following messages: “Hello Sweetheart” 
' With pen-size, visible ink supply 
in 5¥2” long refill. 


—“Happy Birthday”, — “Please Get 


Well” and “Merry Christmas”. By cup- 
ping the card in the palm of your 

| 

BY : | 










hand and drawing the thumbnail along 
the rough side of the tape the sound 
is produced. Each package comes com- 
plete with talking tape, card and en- 





be [ 
velope. Instructions are explained on the card. A complete dis- 
play deal with 144 assorted cards, free counter merchandiser and 
demonstrator kit sells to dealers for $25.20. Each card retails 
for 35 cents. 


Photocopier 47 
A new model Genco Porta- 
Fax photo copying machine, 





ct 
designed and manufactured by M 
General Photo Products Co. au- 0 
tomatically exposes, processes and Ir 


prints 60 to 120 sharp, error- 
free copies per hour. It repro- 
duces anything printed or writ- 
ten up to 9%” wide by any 
length, including colors and ball point pen, and may be used 
for duplicate copies from one negative, two-sided copies, color- . 
coded sheets and transparencies. Completely self-contained, the 
machine weighs 15 pounds, measures 18x6x10 inches high, and is 
equipped with a carrying handle for portability. It sells for $149. 








Felt-tip Pen Art Book 48 

1 dozen pens in attractive, A new book, “Sketching With the Felt-Tip Pen,” has been 
slide box with perforated published by Studio Books, subsidiary of The Viking Press. This € 

tray for easy access to pens. is said to be the first book ever written about felt-nib marking 

UNIQUE devices, newest category of tools to be used by artists. The 

SHAPE felt-tipped pen was developed less than 20 years ago primarily 

as a shipping room tool; only in the past few years has it 

FOR begun to win wide acceptance among artists and illustrators be- 

MAXIMUM cause of the distinctive effects that it can produce. In this pro- 

WRITING fusely illustrated volume, author-artist Henry C. Pitz describes 

the unusual versatility of the new drawing instrument. The 

COMFORT book sells for $2.95. 
Dictating System 49 


Whether it’s a big meeting, a 
two-person interview, a one-man 
field observation, or an office let- 
ter, Geiss-America has combined 
the recording, reproduction and 




















j j transcribing facilities in one sys- * 
Medium Line Pen ........ # 99....29¢ each tem consisting of three related, 
Extra Fine Line Pen ....4592...39¢ each miniaturized units. The three 
units — all useable separately— 
Choice of 4 ink colors: are, first, Geiss-America’s 7-pound Minifon “Office” dictation- 
transcription unit. Dimensionally smaller than a standard letter, 
Blue, red, green and black. the “Office” is 2 inches high and uses a 15-minute magazine of 
(Button at top of pen denotes ink color.) magnetic tape. Second, for general-purpose recording, is the 
new Minifon “Attache” pocket size recorder. It has more than 
Medium Line Refill: #C59....12 for $1.20 25-foot range and immediate playback, and uses the same tape 


magazine interchangeably with the Minifon “Office” dictation- 
Extra Fine Line Refill: #0592..12 for $1.80 transcription machine, for quick, convenient typing. This  in- 
stant snap-in tape may be mailed, filed, erased electronically or 
erased automatically as new material is recorded on it. Third 
unit is the long-play Minifon P-55L, for recording entire con- 


ALL-RITE PEN, INC. ferences, speeches and instructions — up to 4 hours without 


interruption or attention. The pocket-size models are transistorized 


HACKENSACK, NEY JERSEY | for instant on-the-spot use, either plug-in or battery operated. 


All dictating functions are controlled from the microphone. 














See us in Booth #166 70 MODERN STATIONER, SEPTEMBER, 1959 


NSOEA SHOW, Chicago. | 
| 
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* Greatest advancement ever in globes— the earth's surface ac- 





now Replogle creates 


A NEW DIMENCION IN GLOBEC hagas 


curately sculptured in realistic 3rd dimension on a 12-inch globe. 
Mountains, hills, plains, plateaus appear as they really are. New, 
outstandingly beautiful 10-color map—greatly detailed, up-to-date. 
In three mountings priced at little more than smooth globes the 
same size. 

More useful—more educational—far more beautiful—STEREO 
RELIEF will excite your customers to buy! 
FREE ADVERTISING MATERIAL to help you introduce STEREO 
RELIEF to your customers. WRITE TODAY FOR CATALOG AND 
INFORMATION. 
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The SPACE FLIGHT new-~ exclusive 
the best mounting ever designed 
for a globe! A twist of the knob 
brings any area inte view. 
Model SR205 $14.95 
The PULL DOWN new wall mounted 
Model SR208 $13.95 
The PANORAMA plain mounted 
Model SR206 $9.95 





1901 N. Narragansett Avenue, Chicago 39, Illinois 


“an index tabbing 
that saves up to 
56% typing time” 








Beauchamp’s right! AICO’s Typerite 
index tabbing and inserts fit the spacings 
on your typewriter. The line space lever 
automatically up-and-down centers 

titles on inserts . . . eliminating time 
consuming soft roller centering 
previously required. 





6° strip of durable plastic tabbing is 
easily cut to exact length of title inserts. 
Tubular top for strength and easy title 
inserting, gummed linen skirt for secure 
attachment. Choice of 8 colors and 3 sizes. 


AVAILABLE AT YOUR STATIONERS 
or write for samples and prices. 





G. J. AIGNER CO. 
426 S. Clinton St. 
Chicago 7, Illinois 
Plants in Chicago; 


Rochelle, Illinois ; 
N.Y. and Calif 


SCALERSE OVER 200,000 CUSTOMER READERS* WILL SEE THIS AD? 
Consumer readers of business magazines carrying this AICO advertisement, 
- - - for more details circle 104 on last page 
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Muiaa| automatic electric eraser 


good profit maker with a wide market 


COLMAN 


Get your share of the profitable electric eraser business. Sell 
the fully automatic Barber-Colman electric eraser with ex- 
clusive self-starting feature. Just pick it up and start erasing. 
Quickly, smoothly erases pencil, ink, type . . . fine lines or 
solid blocks. A valuable timesaver needed by engi- 
neers- draftsmen, architects, artists, business offices, 
schools, studios. Carefully balanced palmfit for effort- 
less erasing. Quiet, efficient, trouble-free 115 V, 60C 
a-c electric motor. Highly dependable . . . thousands 
in use. A good-profit, good-selling item for you. Ac- a 
cepted by Underwriters. Write now for prices and —| 
descriptive folder. 


BARBER-COLMAN COMPANY 
Dept. U, 1245 Black St., ROCKFORD, ILL. 
- - - for more details circle 112 on last page 















EYE-CATCHING 


HAMMOND’S 
>, is” 


‘ INFLATABLE 


ILLUMINATED 


INTERNATIONAL 
GLOBE 
$24.95 


Non illuminated 
$16.95 

















Handsome, wrought iron, 
rubber-tipped table stand 
harmonizes perfectly with 
any decor; doubles as an 
attractive wall bracket. 









The world in beautiful color...on a glasslike, washable, vinyl surface. 
Unbreakable globe deflates and folds flat for storage or shipping; features 
unique lighting mechanism in axis that illuminates from within. Large, clear 
and easy to read, Hammond Illuminated International Globe measures 
almost five feet around at equator. An exceptionally decorative and useful 
appliance, it will add a note of distinction to any office or home. 


See the many opportunities offered you by the extensive line of 


Hammond globes, maps and atlases — write now for your copy of 
the latest C. S. Hammond catalog. 


Maplewood 


C.S. Hammond & Co. new sersey 


- - = for more details circle 142 on last page 
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Improved Shelving 50 


Commercial shelves in a variety i 
of widths from 24” through 48” 
and in a number of depths from y 
9” through 36” are now being con- AV 
structed with a second return on 
the front and rear of each shelf for 
additional strength and _  smooth- cs 
ness. Shelves are punched on 1%” 
centers for dividers for greater flex- 
ibiltiy of divider arrangement. Pre- 
vious punching was on 8” centers. cas, 
Fabricated from heavy duty 18 
gauge steel, they have a baked enamel finish that is applied elec- 
trostatically after steel is phosphated as a rust preventative. Angle 
post is now constructed with 1” face and 1-%4” leg to allow for 
greater opening into the shelving section. For catalog and com- 
plete details write Frontier Manufacturing Co., Box 13266, M. §, 
Dallas 20, Texas. 









































Holiday Stationery 51 

The Goes Lithographing Co. has 
produced a new packet of Personal 
Holiday Stationery. A beautifully 
designed group of letterheads to- 
gether with envelopes are packed in 
a plastic envelope for quick and 
easy merchandising. Each package 
contains one of four designs. Ship- 
ments are made to include all four 
designs so that the customer will 
have his choice. The gift packet 
contains 25 colorful holiday letter- 
heads, 25 greeting envelopes, all of 
one design, done in gold bronze. 





Engineer's Sketching Tool 52 

Fullerton Engineering Sales 
Co. has introduced the Proco 
Rule, a sketching tool for en- 
gineers. This rolling ruler takes 
the place of all drafting tools 
for small drawings, yet can be 
carried in the pocket, ready for 
use on any flat surface. The 
roller construction carries the rule in a straight line, keeping the 
edge parallel. A scale on each end permits accurate spacing of 
parallel lines. The Proco Rule contains a protractor and a 
template for small circles. Overall size is 6°x2”"x'.”. 





Portable Typewriter 53 

Redesigned Montana Portable 
Typewriter is now being distributed 
exclusively throughout the United 
States by Typewriter Distributors, 
Inc. Imported from Italy by Irving 
Ritchie, this lightweight, eight 
pound machine has been complete- 
ly redesigned for the American mat- 
ket by Mr. Ritchie. Available in 
grey or green, together with a 
handsome carrying case, retail price, including federal excise 
tax, is $74.50, with a 40 percent profit to the dealer. 


Desk Set 


George S. Heineman, Inc., offers 
a new Georgian Desk Set as a per- 
sonal gift for home and office. Avail- 
able in brass, copper, bronze, 
chrome, white and gold tone, ebony 
and gold tone, it is in a polyethy- 
lene bag and gift boxed to retail 
at $2. 
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Hundreds of NEW uses for INK-STIK.. . 
Thousands of NEW sales opportunities! 


Holds permanently to all surfaces 


Gold-finished swivel . . . permits pen to be 
positioned at any angle 


* Decorator colors to blend, contrast, or 
harmonize with any decor 


x 6 attractive colors . . . blue, red, black, green, 
turquoise, lavender 


* Finest writing quality ... because it’s a 
MICROPOINT INK-STIK! 


* When dry, replace with a new INK-STIK 








CONTENTS OF COUNTER DISPLAYS 


Quantity 4 #3 2 1 1 l : 
Base ___ Blue = Red __ Black _ Green White White 
Pen Blue Red Black Green Lavender Turquoise 


Supplied with 1039 Utility-Point INK-STIK 
Also available in open stock, 12 individual boxes per carton 


1 with 24” gold-finished 1 
t bead chain. : In Canada: BEN SANDERS CO,, LTD. 








Available in 
Two Stunning Counter Displays 


No. 2100 COUNTER DISPLAY 
(12 INK-STIK 'N’ HOLDERS) 


Retail Value $14.28 
Dealer's Cost $ 8.64 
Dealer’s Profit $ 5.64 


No. 2150 COUNTER DISPLAY 
(12 INK-STIK’N’ HOLDERS with chains) 


Retail Value $19.08 
Dealer's Cost $11.52 
Dealer's Profit $ 7.56 


--- IWJICROPOINT, INC. 
Sunnyvale, California 


Toronto 1, Ont. 











ge 
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oie Cing Cally Cawer 





TO SPEED SALES OF AMERICAS 
LARGEST SELECTION OF BRIDGE 
TALLIES -- HOLDS 24 NUMBERS 









STREET 
CLAREMONT, CALIFORNIA 


- - = for more details circle 175 on last page 


OLD AND NEW CUSTOMERS - LET 
US TELL YOU HOW YOU CAN GET 
THE NEW TINY TALLY TOWER 
WITHOUT COST --- WRITE FOR 
TALLY BROCHURE NUMBER 8A. 





HARDWOOD RULERS 


precision-matic 
j made 




























delivers Quality, 
Variety, Consistently 


Senco’s new precision-matic machines 
turn out rulers of uniform top quality... 
guarantee you extras that mean faster 
turnovers... more “money in the till.” 


MAKE Selling Rulers PAY 


Ask your nearby jobber about 
the profit-making Senco deal. 


%Only Seneca Novelty Co., Inc., makes SENCO Rulers 
SENECA NOVELTY CO,, INC. e 52 MILLER STREET e SENECA FALLS, N.Y. 
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You Get 
SAME DAY 
SERVICE 





SEALS 


NOTARY and CORPORATION 





No. 1 Pocket Seals 


DEALER DISCOUNT 40% 
LOUIS MELIND CO. 


3524 N. CLARK ST. CHICAGO 13 
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Dictating Machine 55 

New Geloso StenO- 
tape dictating machine, 
model G-256/60, is de- 
signed to be used in 
the office and elsewhere 
for normal dictation 
work, and also at home 
as a tape recorder for 





concert music and par- 
ty fun. The unit weighs . 
6% Ibs., is 4”°x10"x544” deep. Other features include a desk-top 
microphone for relaxed dictation and conference recording with 
pick-up to 30 feet away, 2-hour endlessly re-usable magnetic 
tape, precision tape counter, and a complete line of accessories, 
The dictating unit retails for $179.95, federal excise tax included. 


New Commercial Pencil 56 

A new kind of lead pencil said to 
write as black as a soft pencil, be as 
strong as a hard pencil, make many 
carbon copies and reproduce clearly on 
office duplicating machines—better than 
many reproducing ball pen inks—has 
been created by Venus Pen & Pencil 
Corp. The Venus 3,500, according to 
the company, needs less sharpening, will 
break—but not by writing, and is the 
most economical pencil with improved 
clay and_= graphite structure formed 
through new methods of processing. 
Instead of building the lead from the outside in, Venus has 
reversed the process and is building it from the inside out. Two 
degrees — The all-purpose No. 2 and the No. $3 for extra fine 
writing — fill requirements for all office writing jobs. The pen- 
cils come packaged by the 100’s instead of the traditional gross. 
Retail prices range from 10 cents per single pencil to $7.20 per 
100 pack, and to less than 5 cents per pencil in quantities of 5,000. 


THE PORTS THE TRING! 


Intermediate Electric Typewriter 57 

A new electric typewriter which : 
is one-half the weight and one-half 
the cost of electric office typewrit- 
ers currently on the market, is be- 
ing introduced nationally by Smith- 
Corona Marchant, Inc. Designated 
the “Electra 12,” the new machine 
weighs about 19 pounds and has a full size keyboard and 
practically all the standard electric office typewriter features. 
The design of the new model will enable it to be priced at 
$179.50. Smith-Corona’s deluxe electric starts at $420. The “Elec- 
tra 12” has been developed for the small business and_pro- 
fessional man’s office. 






















Optically ground and _ polished 
glass lenses. The unique green 
metal display stand makes 
sales easy. Each reader at- 
tractively packaged in a 
scarlet and grey box. 
No. 735/10 
CONTAINS 
GROUP 
-2\2” Readers List $1.75 ea. $3.50 
-3” Readers List 2.25 ea. 4.50 
-32” Readers List 2.75 ea. 5.50 
-4+” Readers List 3.25 ea. 6.50 
-42" Readers List 4.50 ea. 9. 
TOTAL RESALE VALUE $29.00 
One $2.00 Display Stand Free with 
Each Assortment 
PRICE TO DEALER — $17.40 
Open Stocks Available—Less 407 
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tUMENT CO. 


353 MONROE STREET NEWARK 5, N. J. 
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AN ITEM THAT 
REALLY MOVES 


SUMIT 


MADE IN THE U.S.A. 


top 
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ed. 
ADDING MACHINE 
56 
to 
as 
any 
his Top Markup-—Easy to Sell 
lan 
has The best of the lower priced adding machines... ; 
neil the SUMIT is the perfect adding machine for every } 
to one of your customers. Measures only 7x5x6 — S 
will case in Horizon Blue is so good looking that it sells ee us 
the on sight. So simple to operate that children can at the 
use the SUMIT for their school work. ) ; 
- Adds, subtracts, multiplies to 999,999.99 accu- Look at this top markup... NSOEA CONVENTION 
= won = quickly. Excellent for business and Vann cate aw. Vertes Room 652 
has Full color streamers and display units available. 1-11 units $12.31 per unit Sept. 26—30 
Wo 5 12-49 11.84 per unit B 
fine Only $18.95 list 50 and over 11.37 per unit Write, call or wire today 
en- 
OSS. 29 East 19th Street, New York 3, N.Y. 
pe PEARL ENGRAVING CORP. ALgonguin #-1760 
0. - - - for more details circle 158 on last page 
57 
STOP! LOOK! SELL! 
© DRAWING SETS is ai 
+ DRAWING SETS HEINES PUBLISHING CO.,INC 
e DESIGNING AIDS 
e DRAFTING MATERIALS Bringing to you a ‘KING SIZE” line of 
2 e@ DRAWING EQUIPMENT 





Sensi 
aad e MEASURING DEVICES Card Playing Accessories 


re EARN UP TO 50% PROFITS 


lec- Here’s QUALITY merchandise for engineers, draftsmen, 
pro- architects, designers, students, etc. . . . at DOWN-TO- 
EARTH PRICES! Line-up with Alvin — sales stimulating, 
sure-fire traffic and profit builders. 


Tallies Playing Cards 


Placecards Card Table Covers 




















Scorepads Bridge Party Paks 


Rulebooks Bridge Ensembles 



















































ay 
No. 5013D - FREE Counter Display, 
with 12 Alvin Mechanical Lead Holders. i 
Pocket size, featherweight-push but- Goren Items Notes and Stationery 
, ton design with finger-tip control. A 
teal sales stimulator ! 
Retail price:......... $17.00 i 
———<«_ 10.20 We offer you the most complete line of GOREN 
Your profit:........... 6.80 . i 
Bridge Rulebooks and Scorepads all personally revised 
pane - Paes Counter Display 
wi Alvi isi i . 
Raeletipedeatiinie-onieas soos" with the new rules by Charles H. Goren. 
pan tre pote every time. A sure bus- 40% discount on any display, plus 
Retail ori e additional 10% on purchase of 3 or 
etail price:......... $21.00 more different displays. Over a aa - 
Riad 12.60 dozen displays to choose from. Write for our new 1959 catalog 
Send for free display brochure. 
HEINES pusuisHinc co., INC. 
6 GIANT — org oie Matagnad, eeeeetiee 123 NORTH THIRD ST. 
NEW chart showing vundreds of 
_ Alvin’s | most popular items 
x = READY Orders promptly filled Also 
_— see | REFERENCE an ideal sales tool. 
t a. tes CHART “Quality at the Right Price” 
age REE ALVIN & COMPANY, INC. MINNEAPOLIS 1, MINNESOTA 
Windsor, Connecticut 
959 
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Saves 50% on costs 


... proved in exhaustive 
operating tests 





When it comes to business, Scripto S.P.0. saves 
a good 50% of the costs of other pens recently 
tested for economy and efficiency. In a marathon 
writing test} (see footnote) Scripto won on all 
counts...1. Uniformity of writing. 2. Economy 
of ink consumption. 3. Lowest “operating costs” 
of all pens tested—a full 50% lower! - 


















Here’s the record: 
The cost for 20 miles of 
non-stop writing 
SCRIPTO S.P.O. $1.43 
BRAND“A”’ 2.82 
BRAND“B” 3.29 
BRAND“C” 3.66 














Even on cost of refilling, Scripto proved 
better than 50% more economical. 
(Two other brands tested weren’t 
refillable at all). Scripto Ball Pen with 
complete choice of points for general 
office, stenographic, accounting, 

etc. Full size refills cost less than 
10¢ each in dozen lots. Completely 
leakproof and specially low 

priced for office use. Ask your 
stationer for quotations. 







ff "A complete service 
§ with all these 
accesssories: 

* Economy priced 
desk base. 


* Memo pad and 
pen holder 


SCRIPTO now serves industry 


with the best in writing...at any price! 


{Test #52782 conducted in the laboratories of United States Testing Co. 
Scripto, inc., P. O. Box 4847, Atianta 2, Georgia, U. S. A. 
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NEW PRODUCTS . www ee te 


Magazine Rack 58 

The “Magazine Minder,” a mag- 
azine rack of strong and durable 
construction, has been announced 
ww WwW. C Heller & Co. It is 
recommended for doctors’ waiting 
rooms, hotel lobbies, company recep- 
tion rooms, railroad and air termin- 
als, hospital lobbies, etc. The “Mag- 
azine Minder” features a hard lac- 
quer finish, producing a surface 
that is highly resistant to marking 
or heavy scuffing. It is available 





in either oak or birch exposure, natural finish, to retail at $105.50 


Tabulator Ribbon 59 

A new ribbon, made expressly for tabulating machines, 
and named “Tabulon” is announced by Codo Manufacturing 
Corp. The company says tests indicate the new ribbon, featur- 
ing a polyamid fiber material known for its supe1 strength, 
will stand up under the heavy impact of tabulator kevs fay 
longer than other fabrics. In addition, it delivers consistently 
sharp impressions, is lint-free, and has built-in ink recovery. 
A special ink known as Codo Perma-Jet eliminates clogged or 
sticky type. 


Architect’s Adding Machine 60 
A special architects model adding 
machine introduced in 1957 by the 
Victor Adding Machine Co. is now 
being offered in an expanded range 
of prices, capacities and model styles. 
The machine, suitable for normal 
office figure work, at the same time 
is capable of adding and _ sub- 
tracting feet, inches and fractions 
of inches — without the necessity P| 
of converting these common frac- 3 sacs i 
tions to their decimal equivalents. The “architects model” is 
now available in the newly introduced Victor Imperial line and 
the large-capacity Victor Custom line. Prices start at $208 for 
machine with a totaling capacity of 999,999 feet 11 15/16 inches. 


Notebook Accessory 61 

A combination ruler and_ paper 
punch which fits over the ring posts 
of a ring binder is being marketed 
by Mutual Products Co. Named 
the “Personal Punch” it consists of 
a 12” ruler fitted with spring steel 
punchers spaced to provide holes in 
paper to fit over the ring posts so 
ruler-punch can be at hand at all 
times. Prices are 65 cents for the 
two-hole model and 69 cents for 
the three-hole model. The company 
also offers a single-hole punch 
mounted on sturdy cardboard, with ring opening, for 25 cents 


Slide Rules 62 

The Nobema Products Corp. announces their new line 
of Durer log-log multi decitrig duplex type slide rules. They 
are made from Geroplast, a new technical grade synthetic 
material highly resistant to extreme temperature changes and 
adverse atmospheric conditions. All Durer slide rules have 
been designed by engineers and have adjustable metal end 
plates and improved cursors. The 16” rules are packed in 
compressed leather and fiber cases with complete instruc- 
tions and retail for $16.25, or $19.45 in leather case. The 
5” rule with leather case sells for $7.45. Other Duret slide 
rules are available in 5” length from $1.50 up and in 10° 
length from $4.95 up. 
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Psy Phone Mate 








Most convenient, time saving phone accessory ever designed for 
home or office! Includes pad, card index for names and numbers, 
and magnetic dialer pencil . . . all combined in one compact 
unit that clips to side of any rectangular base phone. Comes in 


brass or chromium with black lacquer base. Takes 
standard 4” x 6” memo pad refills. 
> propucrs 


Div. of KETCHAM G McDOUCALL, INC., Box 15, Roseland, N.}. 
Send for catalog describing complete PAT line: 

Stamp and Tape Keeper © Reel Riter © Magnetic Phone Pad @ Roll Memo 

Pin-On Pencil © Magnetic Memo @ Magnetic Pencil ¢ Glass Keeper © Rememo 
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[INV] SA\Veepent SELLERS 


MULTIPLY YOUR PROFITS! 


self-adhesive 


FILE FOLDER 1% } 
LABELS-easier, . 


faster, cleaner. 
t.4 


Available in sheets or rolls 
1/6”, 2/6” and 5/6” widths 


Correcting a fluid duplicator 
File Folder Labels are reordered master is so clean and easy with 
regularly with no reselling! Cus- Avery self-adhesive Correction 
tomers like the way they go on tape that one order follows 
at the touch of a finger — they'll another. The tape is applied over 
never go back to messy, sticky the error. Then the correction 
moistening of old-fashioned labels. is typed on the tape. 

YOU'LL LIKE THE ORDER TODAY! 


REPEAT OR @4 
— ee A Avery F-line labels 
‘4 | = BUILD IMPULSE SALES! 
AVERY, 
adhesiwe 


There are hundreds of 
LASS 





self-adhesive 
CORRECTION 
TAPE -no fuss, 


muss, Stains or 
soiled hands 





10 colors plus white. 
8 labels per sheet 
with guide lines 


Once used, Avery Self-adhesive 


. aren uses for these handy, 


convenient labels at home, store, office or 
factory—for price marking, coding, identifica- 
tion, addressing, and 1001 other uses. Bright 
new packaging—27 popular sizes and shapes 
— in easy-to-use sheet form. ORDER TODAY! 


AVERY LABEL COMPANY, Div. 116 

117 Liberty St., New York 6 © 608 S. Dearborn St., 
Chicago 5 © 1616 S. California Ave., Monrovia, 
California ¢ Offices in Other Principal Cities 





Write for AVERY SALES 
data—or ORDER FROM 
ren, WHOLESALER 
















There's A BIG Market For STERLING'S Exciting New 


PENCIL SHARPENER 


For Desk or Wall 





QUALITY CONSTRUCTED 
of high-impact plastic 
p ~ for durability. 

. eames) \NDSOMELY PACKAGED 
for powerful eye and BUY 
appeal 

BIG VALUE comes complete with 2 extra 
hardened steel cutters and 2 mounting screws. 
POPULARLY PRICED at $1 to capture volume 
sales. 


om 


Request latest catalog 
of complete Sterling 
line of School and 
Stationery items. 


STERLING PLASTICS CO. 


1140 COMMERCE AVENUE: UNION, NEW JERSEY 
Manufacturers of Stationery and School Supplies 
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What Is It? 





We will gladly pass on 
information about any 


product listed in this 





magazine free of charge. 








Take advantage of the handy mail-order card 
in this magazine. If you would like additional 
information about any of the products listed on 
this card, return it to us and we will see to it 


that you receive the literature that you desire. 


MODERN STATIONER 


AND OFFICE EQUIPMENT DEALER 


1 EAST FIRST STREET ss DULUTH 2, MINN. 
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VERTICAL AND ROLL 


Filing Systems 


FOR PLANS, PRINTS, 
DRAWINGS 





In only 24 lineal inches you can file up to 
1200 large sheets. Rack easily mounted on any 
wall at height determined by length of sheets. 


“SPEED 
— _s — 


When plans are 
used by 2 or more 
people or depart- 
ments, the PLAN 
HOLD Rolling 
Stand is a great 
convenience. 

Glides on ball- 
bearing casters. 








Steel cabinets 
in modular sizes 
give extra pro- 
tection to valu- 
able plans. This 
Combo Cabinet 
is equipped with 
48 roll file tubes. 
Also available 
with vertical 
files for up to 
1200 sheets. 


Increase your sales and profits. Get the facts 
about PLAN HOLD and your new business 
opportunities from any of these distributors: 


Charles Bruning Co. B. L. Makepeace, Inc. 


Defiance Sales Corp. Dieterich Post Co. 


Eugene Dietzgen Co. Frederick Post Co. 


B. K. Elliott Co. A. & B. Smith Co. 


Charles D. Griffin Co. W. R. Watkins Co., Ltd. 
Canada 
Keuffel & Esser Co. 
C. J. Castro & Cia, 
Venezuela 





The A. Lietz Co. 


Write for literature and prices to: 


PLAN HOLD CORPORATION, Dept. D 
5204 Chakemco St., South Gate, California 
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NEW PRODUCTS ... . 


Greeting Card Bags 63 

L. Hyman & Sons Corporation has 
produced a greeting 
popular sizes with printed designs show- 
ing the different articles that stationers 
sell. The bags also contain room for a 
dealer’s stamp or imprint. The 7¥2 by 
10% inch size is packed four thousand 


card bag in two 


to a bundle at $3.70 a thousand. A 
larger card bag, 12 by 15 inches, is 
packed two thousand to a bundle at 


$6.90 a thousand. 


New Giftwrap Assortments 64 

Tuttle’s Sparkle 
Tissue, for both 
Christmas and 
Every Day gift 
wrapping, has been 
expanded this year 
to include two new 


Rainbow §assort- 





ments. Each assort- 
ment is label band- 
ed, packed 50 folds to the 
pre-priced to retail at 25 cents per pack- 
age. Tuttle also has increased the 
but not the price of its Foil Trio Box 
of roll wrappings priced at 98 
A single multicolor print-decorated and 
embossed roll of foil wrapping is 39 cents. 


carton and 
size, 


cents 


Personalized Card Album 65 

Box Cards new 
selection of 15-cent 
Christmas designs 
are also available 
in a_ leatherette- 
bound Imprint Al- 








’ Tr P he 
bum. There are 24 uf 

* “4 ie >> 
designs in the new ; ; 
personalized greet- 
ing album which Pa 

. a * 

was introduced at a 





. 


the N. Y. Station- 
ery Show. The cover of the 
embossed “William 


album 
shows an Box” 


Santa. 


Aluminum Easel 66 
Just announced 

by Metal Products | 

Engineering of Los ( j 

Angeles is their ij 

new De Luxe Fea- yy 

therweight Office N 7 

Display Easel, de- en 

signed to hold dis- He ' 

play cards of prac- fi 

tically any size or ‘| 

shape. Developed \ 

specifically for lob- i 

bies, conference rooms and other office 

locations, the easel has a_ tripod- 

type frame made of 1” heavy duty 

aluminum tubing. Display cards as nar- 

row as 16 inches are supported by two 

steel adjustable 

front legs. The pegs are 

safety chains to the frame to prevent 

loss. Supporting legs have special plastic 

tips that will not mar floors. The unit 

is 5°3” high and occupies a floor space 

29”° wide and 26” deep. Retail price $3. 


new 


stainless pegs in the 


secured by 

















A portable typewriter 
you can 


SELL 


Clean modern lines, lightweight, re- 
markably low retail price—an ideal 


selling combination. The market is 

extensive and growing—among stu- 

dents, housewives, business and pro- 

fessional people. 

HANDSOME, LIGHTER, 

ITALIAN IMPORT 

Flight Hand-luggage Case 

Two-color Ribbon 

Collision Key Release 


Stencil Cutting 
and many other fine features 


RETAILS AT 


4 


40% GUARANTEED PROFIT 


Take advantage of this Limited 
Introductory Offer Now 


GET SET FOR 


GRADUATION—BACK-TO-SCHOOL 
AND CHRISTMAS SALES 





OUR ALLOTMENT 
OF 5,000 MACHINES 
WILL BE COMPLETELY 
GONE BY OCTOBER. 


Order your required 
number now 








write for illustrated 
literature 


TYPEWRITER 
DISTRIBUTORS, INC. 


313-315 Broadway, New York 7, N. Y. 
AR: NR ANB. 
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With 3 great plants from coast to coast... 
Regency Thermographers can 

produce and deliver 
Commercial and Wedding 

Raised Letter Printing orders & 




























ANY TIME, ON TIME, EVERY TIME! 


No matter where you are, no matter how large or how small your order... 
Regency GUARANTEES you 48-hour processing on every kind of social or 
business stationery. The Flower Wedding Line lets you offer all of the most 
wanted wedding styles ... exclusive new scripts ... fine papers... everything 
from informals and shower invitations to formal invitations and 
announcements. The Regency Catalog makes the country’s largest, most 
complete selection of Business and Personal Stationery available to your 


customers. And you get a full 50% discount on both lines! EL! 

a 
Write today on your own letterhead for FR oe? 
@ REGENCY BUSINESS STATIONERY CATALOG they 


@ NEW FLOWER WEDDING LINE CATALOG  —_ *"""" - 


« SMART NEW FLOWER WEDDING LINE WINDOW DISPLAY fi, Bs -” A, Om, 
REGENCY THERMOGRAPHERS = \.— 4¥ Fes ™ ag 


28 West 23rd Street 225 West Ohio Street 13212 Saticoy Street 
New York, New York Chicago, Illinois North Hollywood, Calif. - = ~ 


KOH-I-BALL 
double-ender EVERG are Presents Another First 


BALL POINT PEN |. <etltied Fire Protection Package 


ALL IN ONE COMPLETE UNIT 


STORAGE CHEST and 
2 Posting Trays 


gor 
. 
e®? 











No. 1300 Package Consists of: 
1 — No. 1313 FIREPROOF CHEST 
with 1%” VU. L. Approved Insulation 


A superb writing instrument! Attractively styled wood 2 — No. 5585 POSTING TRAYS oe 

barrel finished in red and blue with gleaming brass for sheet size 5'2” wide x 8” high. 
nosepiece. As inexpensive as a disposable pen, yet re- Capacity 2000 Sheets Per Tray 

fillable. Packed a dozen to a self-selling display box. 2—Sets 25 Division Celluloid-Tabbed Index 
Refills in individual envelopes. Write for leaflet. Posting Trays and Index Guides shipped 


inside Chest as one complete package. 


WRITES BEAUTIFULLY ! For complete information and prices, also other certified 


fireproof insulated office equipment, write or contact 


EVERSAFE CO., INC. 
3:40) Bele): Bloomsbury, N.J Division of Schwab Safe Co., Inc. 


Earl Ave. & Main St. Lafayette, Indiana 
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SNAPEX TAX & STOCK 
BUSINESS FORMS MANUFACTURERS 


_— W-2—Approved Federal, State and City wage 
- tax reports for processing in one operation 

Forms specifically designed for NCR, Bur- 

roughs, etc. 

STOCK FORMS—invoices, Bills of Lading, Pur- 

chase Orders, Expense Reports, Speed Letters, 

Credit Memos, etc 
















You accept the orders—we do everything else 
under your name. Excellent profits. All forms 
imprinted or plain. 


IMMEDIATE SHIPMENTS right from stock 


Write for trade PROFIT-PLAN now! 

\ — Serving the trade from Coast to Coast 
APEX BUSINESS SYSTEMS 
540 PEARL ST., NEW YORK 7, N.Y. * Phone: BE 3-7133 
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ANOTHER 
EXCLUSIVE 
FEATURE OF 


BOSTON 
CHAMPION 


portable sharpener 


& Orders of $150 net or 
@ more earn FREE delivery! 
Your choice of colors: 
Green, Blue, Sandtone, Gray. Write 
for information today, Dept. J 


C. HOWARD HUNT PEN CO., CAMDEN 1, N. J. 
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SELL ART SUPPLIES! 


AMERICA'S NO. 1 
ART SUPPLY DISTRIBUTOR 





















will service you from the coun- 
try's largest stock of all im- 
portant art supply lines. 






Write for catalogue 
and dealer discounts. 


ARTHUR BROWN & BRO. INC. 
2 W. 46th ST. NEW YORK 36, N. Y. 
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hone Cd 


> 


Vie He 7 
OPnoortinist \ee 
tert enone le aoc 


Flo-master | Cado-marker | Brite-line Marker | Ke-master | LEB Binder Clips 
Shelf life unconditionally guaranteed indefinitely! Top profits assured! 


\ 


CUSHMAN & DENISON Manufacturing Company e Caristadt, New J 
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gs 
Self-sticking Labels 67 


As a companion product to Ox- 
ford R444, Rol-Labels, the Oxford 
Filing Supply Co. has introduced 
DR44 Dri-Labels. The new product 
is a white, pressure-sensitive label 
with a color stripe at the top. Im- 
printed with typewriter spaced guide 
lines for three lines of type. Dri- 
Labels are available in a range of 


eight color stripes as well as all- 
white. The new pressure-sensitive labels are packed 250 to the 
roll in an Oxford originated dispenser that rests on the type- 
writer platen and feeds labels into the machine automatically 
Individual Dri-Label dispenser boxes are packed a dozen to a 
combination shelf-display box and, so dealers can stock a com- 
plete range of colors with the lowest possible investment in in- 
ventory, the display boxes are packed in % gross cartons, 
Dealers may also order assorted or single colors. 


Erasable Color Pencil 68 
The Venus Pen and Pencil Corp. is introducing color 
pencils with a new lead formulation whose markings are 
truly erasable. The new leads, now being produced in five 
colors vermillion, carmine, blue, green and yellow are 
the result of recent developments. In addition to erasability 
with an ordinary eraser, they combine the strength and dur- 
able point properties of the finest black leads. All five colors 
make smooth, brilliant markings. They are water-resistant and 
can be blended to produce variations in color and shade. 


Vinyl Attache Case 69 


A low cost, roomy attache case cov- 
ered in executive brown vinyl is of- 
fered by The Hahn Co., Los Angeles. 
Features include rounded corners, 3- 
side zipper closing and brass hardware. 
Overall size 15%4"x10'%4"x3”". It can 
double as an overnight bag. Retail 
price is $3.25 and dealers are offered 
a standard trade discount of 40 percent. 





Fax Ink Additive 70 


A method of preventing faded or disappearing rubber- 
stamp impressions on Thermo-Fax copying machines has been 
announced by the Sanford Ink Co. Sanford has introduced a 
new additive called Sanford’; Thermo-Additive which, when 
added to stamp pad inks, makes all colors capable of giving 
strong copies on Thermo-Fax. Just a small amount of Sanford’s 
additive 20 drops to every ounce of stamp pad ink — will 
do the trick. When used in this proportion, the additive causes 
only a slight darkening of the ink color. 


<QUX> MONEY -MAKING SHARPENER 


because .. . DUX is PREFERRED 
y those who know QUALITY, 
CRAFTSMANSHIP ... and __ the 
VALUE of saving TIME AND 
MONEY ... DUX is a PRECISION 





















instrument ... always at your 
FINGERTIPS ... PUT A DUX 
DISPLAY box on your counter. 


DUX SELLS itself- VARIETY OF 
DESK & POCKET MODELS for 
every HOME ... OFFICE .. 
STUDIO . . . SCHOOL 
WHEN YOU order SHARPENERS 
. . . ORDER DUX! 
NSOEA CONVENTION 
Room 612 — Conrad Hilton 





FRED BAUMGARTEN 
E x ESI VE M P RTS 


1000 Virginio Ave., + + N.E. Atlanta 6, Georgie 
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sell everywhere. 



























LAUNDRY 

3 MARKER 

VU-RITER § yon UNIMATIC 32 c 
PUSH- 





25¢ 









BUTTON LAUNDRY 
































MARKING 
PEN & TAPE 
49’er NEETLINE SET 
TRIMATIC RETRACTABLE Superfine 39¢ 
RETRACTABLE 
4 9oc 








PAPA FERBER LEADS THE WAY! 

Want to bag bigger sales? Join Papa _ ball point pens! Better-looking ... better 
Ferber’s safari! Stock and sell FERBER, writing pens in every popular price line, 
America’s fastest-growing family of fine and bigger dollar profits too! JOIN UP! 
Ferber pens are packaged on colorful space-saving counter displays — designed to 
create fast impulse buying — as well as in commercial shelf boxes! 


products of FT? RNIOAIK corporation * ENGLEWOOD, NEW JERSEY 
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VISIBLE QUALITY FOUR | 
you can sell at a profit... that help i in any i 


VCC OPN TO MEE fcoRKBOARD 


Videoplate or SlatoSteel : best tacking, 
alee clean » erases clean is linen finish § 


full-length chalk trough 








wherever there’s business lai 


you can offer sturdy, yet light- 
weight, matched aluminum framed 
units. Complete with hangers, 
easy to install or move. Stan- 
dard sizes. Special sizes made 
to order. 


Stock and display most popular sizes. Port- 
able floor stand units also available. 


cote | EXECKLEY/Carpy 


TRAN 
CRIMPED SIGNALS 


for Protected Visible Cords 





Graffco SIGNALS 


There's one best signal for each 
kind of record housing . . . and 
Graftco makes them all. A_ full 
variety of colors, shapes and sizes, 
to classify, remind, warn or call for 
action. Close your “‘system" sales 
faster with practical demonstrations 
of how they come to life with 
Graffco Signals. 
GEORGE B. GRAFF CO. 
54 Washburn Avenue 
Cambridge 40, Mass. 








through dealers 1918 no. narragansett @ chicago 39, ill. 
g 
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: “The Sets that Sell the Best... 3 
‘Color Outfits : # 


“Malfa Jr.” eto 
Oil Color Outfit ¢ =-*25e 


LE ESET TEE BERET 


‘4 $15.50 ont 
2 tee 
; “i 
| eg 
Ry a 
8 
e 
e 
. 
£ 
+ Pastel Assortment 
r No. 36 $4.29 
2 2 > ay % + ive i * 
: soe i+ 
". Cash in on these foksselling Weber ‘Calg our = 
fits+year-round favorites with pastime painters’ |! 
oy 


= and professionals alike. , Available in many. size 4 


ts Sandstyles for every budget, these quality sets.” 
S{featdre Weber Artists’ ‘Colors —the choice> of 4. n 
_ leading Pitists. ; ‘ 4 Pee 


eel 


“Write now for-prices and discabaty: Stock: did 22 
= -selt the sets that sell the best... : ads “Y 


‘Oi Color Outfits =... <> $3,75-= 997156 
«Water Color ‘Sets pe tres ie > 4 ae $s STE ; 
Pastel Assortment: She “St: 50 — $24.00 ts 


ee 


Fi WEBER CO,: |: 

a kere of - wate 

9 Maker§ of Permalba~ ae etisee tt 
tyvug 7 


Philadelphia 23,Pa, | wow 
dvd Ly a ae. See eee ay hh dm 
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Dealer, Supplier Cooperate 
On Card Design Contest 


A Christmas public service is paying off in 


more Ways 

than one for Kistler’s, Denver dealer, and Autrey Brothers, 
engravers and producers of Christmas cards. 

For the past two years these two firms have sponsored 

a Christmas card designing contest for senior high school art 

students in Denver and surrounding suburbs. Close to 500 teep- 


agers submitted designs each year and hundreds of adults viewed 
the exhibit of the 25 top entries exhibited on Kistler’s main floor 
First prize is a $50 check from Autreys. Second and third 
desk Kistler’s, with the 
names engraved on a gold plate attached to the base. 
“We've been amazed at the amount of public interest in our 
says Jerri Siwek, advertising maanger of Kistler’s, 
the excellent submitted.” 
Kistler’s does complete 


prizes are pens donated by winners’ 


contest,” 


little 
“And 


also with designs 


office outfitting and printing, but 
the familiar with the 
ery departments of its two downtown retail stores. 


Autrey Brothers are 


main floor station- 
Both Kistler’s 
interested in good design and in ep- 
couraging when the idea for a 
Christmas high students came up, it 
seemed a purposeful project in their own as well as public interest. 


general public is most 
and 
Consequently, 
for 


young talent. 


ecard contest school 





Ray Overton, sales manager for Autrey Brothers, left, and W. H. 
Kistler, president of Kistler's, right, pose with Karen Mather, winner 
of the 1958 Christmas Card Design Contest which the two companies 
sponsor for high school students. 


Around the beginning of 
to principals and _ high 


Here’s how the contest works. 
October, Miss Siwek memo 
school art teachers reminding them of the contest and encourag- 
them to their students to enter. With the 


sends the rules, sample cards and a copy of the previous years 


sends a 


ing get memo she 
winning design. 

The art teachers take over from there, making the contest 
rules clear to the contestants and helping participants work out 
their original ideas. Contest entries are turned in by Nov. 15. 

Art from Kistler’s Autrey Brothers are 
joined in the judging by specialists in art from nearby colleges 
Besides the three winners, 22 runners-up are 
chosen to provide the 25 designs for Kistler’s exhibit. 

The 1959 winning card modern star design in 
black and gold by a senior high school girl who used only three 
materials—black gold glitter and rubber ce- 
ment. Her prize money was earmarked for art supplies at college. 


directors and 


and universities 
was a 


construction paper, 


Her card and others have been purchased for commercial 
production by Autrey’s, a further inducement for good work 
by the contest entrants. 


Although results in added sales would be difficult to meas- 
both of the sponsoring firms believe the contest produces 
will. And at Christmas time oF 
good will is good business. 


ure, 


an enormous amount of good 


any other season, 
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Rings up a sale every time a cus- 
tomer says ‘“‘variable number- 
ing.”’ Prints or skips any number 
as many times as desired in a 
progressive series. Sells itself as 
soon as you demonstrate it! 


a Hs ed an rerease 
sot wheels 








International World Map 
Continental United States 










































































‘i 
Write for Selector Catalog and Dealer Discounts 

















& CO., Incorporated 
cd 216 Nichols Ave 
ar Brooklyn 8, N.Y 


es NEW YORK e CHICAGO e SAN FRANCISCO « MONTREAL 
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Superior Map of Europe 

Superior Map of New England 

Superior Map of North America 

Superior Map of South America 

Superior Map of Canada 

Superior Map of Asia 

Superior Map of Africa 

Superior Map of Pacific Ocean 

Australia and New Zealand 

Superior Map of Gulf, Caribbean 

and Atlantic Ocean 





FREE! this display rack given 
with initial order of 72 or more 
assorted items. 









ATLASES and OTHER ITEMS 


@ Globemaster World Atlas @ Popular Atlas of United States 
© Weather Kit @ Map of Mankind 
@ Space Kit @ Handy Star Finders 












Maplewood 
New Jersey 


C.S. HAMMOND & CO. 
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ft 2 an IT’S COMING 
) Completely NEW! 


OE OTHE IMPERIAL” 
12” CRAM WORLD GLOBE 


WAITING 
FOR | 





Globe and Map Publishers Since 1867 


ceo. CRAM co. nc 


730 E. WASHINGTON ST. - INDIANAPOLIS, IND. 
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NEW! 





(olontal TWIST SLIMS 


AND HOLDERS 


A brand new candle with a continental flare. Overall a generous 
10%,” length, %” diameter—in 10 decorator colors. Holders fea- 
ture new low scale treatment in design, are finished in antique Gold 
‘n White. TWIST SLIM COLORS. Red, Spruce, Pome, Light Green, 
White, Lemon, Burnt Orange, Pink, Light Blue and Sky Blue. 

No. 106 Five light holder. White 'n Gold Finish. 
No. 106C Packaged combination for promotions. 
doz. candles. 

Single holder only. White 'n Gold Finish. 

(Illustrated top right). Packaged combination for pro- 
motions. Two single holders in antique Gold 'n White 
finish with box of 6 twist slims. 


Colonial Candle((o. of Cape Cod, Inc. 


HYANNIS, MASSACHUSETTS 
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Holder and 1 


No. 107 
No. 107C 











MAILING LISTS .. . 

(Continued from page 31) 
normally, and after checking the 
cards are returned with the latest 
available information on each 
name. 

4. Use form 3547. This form 
can be used to advantage espe- 
cially when a third-class mailing 
is made to a dealer's complete 
list. A request can be printed on 
the lo lower Jeft- hand corner of the 


RAIN or 
SHINE... 


PREFER Ed - U . Cards 


Always Something NEW 


Children's Educational Games 29c 











Ed-U-Cards Mfg. Corp. 


13-05 44th Ave., 





long Island Cit 


- = for more details circle 130 on last page 








“Postmaster: If addres- 
ee has moved, please notify send- 
Form 3547, 
which is guaranteed.” This service 
costs only five cents per name. 

Check with printed director- 
ies. City directories and telephone 
books are checked and rechecked 
for accuracy on the correct spell- 
ing of names and the address. It 
will prove most helpful for a sta- 
tioner to check his local mailing 
list against the telephone directory 
each time a new one is issued. City 
directory changes are more com- 
plete, but are made less frequent- 
ly and are not recommended for 
use unless the name is not listed 
in the telephone directory. 

Have local agency correct 
list. Some dealers using direct mail 
do not have the facilities or the 
time for a complete check of their 
list. Local advertising agencies or 
letter shops often maintain com- 
plete, accurate mailing lists and 
will check an_ individual’s _ list 
against theirs. 

Ask the man who owns it. 
People are proud of their names. 
By asking the addressee whether 
or not his name and address is 


envelope: 


er on postage for 


correct, many names can _ be 
brought up to date. Cartoons or 
simple direct questions will get 


a good response if you enclose a 
self-addressed business reply card. 


GET MESSAGE READ 

(Continued from page 31) 
without hundreds of bids for his 
attention. With direct mail, how- 
ever, you can do this. When your 
prospect picks up your envelope, 
vou have him at your r command. 


But to win him takes creative 
skill. You're not likely to do 
with a direct mail program that 
is spasmodic and poorly planned, 

Even billing inserts should be 
looked at as an important adver. 
tising medium to be taken serious- 
ly and used to much greater profit 
than at present. The fact that this 
use of direct mail costs practically 
nothing should not mislead us to 
thinking it is worth practically 
nothing. 







BRIDE’S 
PRAYER BOOK 


Will become the most treasured 
memento of her wedding day— 
uniquely her own. Contains 
prayers, poems, presentation 
page and marriage certificate. 
Gift-boxed, with white ribbon 
marker. For use by any denomi- 
nation. : 


” 


3%” x 5% 
Lovely white 
bindings 


Leather, gold stamped, gold 
edges, $6.00; 

fabrikoid, silver stamped, 
silver edges, $3.75. 


ARRANGING FLOWERS 
FOR THE CHURCH 


Contains flower chart for church 
year, floral designs for altar use, 
vases and holders, color, types 
of flowers and foliage, height, 
placement. how to build arrange- 
ments, things to avoid. 50 cents 
each; $5.50 a dozen. 


MUHLENBERG PRESS 7,00 Sopa" 
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No. 17-33 





NOTCHING 
PUNCH 








TICKET PUNCHES 


PURPOSE 


ee 


FOR 
EVERY 


Tally 


No. 








TALLY PUNCH | 


99,999. 


also special designs. 
= a em Oey eee 


HE HOGGSON & PETTIS MFG. CO., 141F Brewery St., New Haven, Conn. 






Nos. 17, 33—Notches cards, sheets, etc. No. 
17 dies not over 1/4” — 5/16” deep; No. 
33, not over 1/2” dee 


No. 2 — For 1/8-1 74" round holes; 1-1/4” 


No. 3, 1-1/2” reach & No. 12, 2” reach, same 
style as No. 2. All will take special dies. 
Punch — Registers number of punchings to 

Punches 1/8”, 3/16” or 1/4” round holes — 
"Same counter available in our 
Write for circulars. 
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AS I SEE if 


Sy Donald Prey 








Secretary-treasurer, 


The 


ee tee true nature, 
their proper function—are a 
much misunderstood subject in our 
industry. Briefly, there are three 
types of discounts: (1) the cash 
discount which buyers are allowed 
when they pay their bills prompt- 
ly, (2) the quantity discount 
which buyers are allowed when 
they buy in quantities large enough 
to save the seller certain packing, 
shipping and billing charges on a 
large order and (3) the functional 
discount allowed the wholesaler 
for special services. 

Much has been said about cash 
discounts and the wisdom of tak- 
ing prompt advantage of every 
cash discount offered. 

Quantity discounts and function- 
al discounts are often confused 
with each other. Most manufac- 
turers in this industry have quan- 
tity discounts to encourage buy- 
ers to buy in large quantities. This 
is understandable. But sometimes 
it can be disastrous to a dealer 
who ties up too much of his limit- 
ed capital in large stocks of par- 
ticular products and consequently 
is not able to display a large, well 
balanced inventory of profitable 
items earning a fast turnover. 

We urge each retailer to ask his 
wholesaler’s salesman to show him 
the facts behind a message being 
circulated by a group of full-line 
wholesalers — “Only your whole- 
saler can give you 30 percent 
broader line, same dollar invest- 
ment.” 

The confusion about the term 
“functional discount” has prevent- 
ed progress in cost reduction for 
manufacturers, wholesalers and re- 
tailers. The time has come to be 
clear and straight forward — es- 
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pecially about a concept that spells 
benefit for all elements of the in- 
dustry. 

The idea behind the term is 
simply that a manufacturer re- 
duces the price of his product to 
a full-line wholesaler in proportion 
to the expense that such whole- 
saler saves the manufacturer by 
performing distributive functions 
otherwise performed by the manu- 
facturer such as warehousing, sell- 
ing, credit, ete. 

Therefore, since this functional 
discount is simply a manufactur- 
er’s reduction in price to the ex- 
tent of the cost saved him, that 
functional discount does not cut 
into the manufacturer’s profit mar- 
gin, and no manufacturer should 
think so. Only if a firm that is a 
retailer and not a wholesaler 
should ask for and receive such 
a discount, then would the manu- 
facturer be cutting his profit mar- 
gin. 

Neither does this reduction in 
price have anything to do with the 
quantity of the products sold, and 
functional discounts ought never be 
confused with quantity discounts 
that a manufacturer may care lo 
extend to all types of buyers alike. 
This very confusion of “function- 
al buying” with “quantity buy- 
ing” tends to blacken out the val- 
ues of the wholesaler functions 
and the protection they deserve. 

No manufacturer should feel 
that he is fully protecting his 
wholesaler distributor by having 
adequate quantity discounts or re- 
quiring a large minimum order. 
The reason for this is that a whole- 
saler best serves the manufacturer 
and the entire economy if he can 
resell the products at a profit to 


Role of Discounts in Our Industry 


dealers of all sizes throughout a 
territory. The wholesaler cannot 
do this where certain larger re- 
tailers can obtain the products at 
as reduced a price as he can. The 
wholesaler cannot place his retail- 
er accounts in equal competition 
with such retailers without sacri- 
ficing someone’s operating margin. 

The need in a healthy market- 
ing economy for wholesalers and 
their “functional discount” was 
succinctly stated by Attorney 
Chester Inwald in a brief filed with 
the House of Representatives An- 
ti-Trust Sub-Committee. 

“Only the small non-direct buying re- 
tailer offers the facilities for ~pin-point 
distribution and market saturation. 

“The larger retail aggregates offer com- 
prehensive varieties of merchandise at 
widely separated geographical areas. The 
small retailer, on the other hand, offers 
a specialized variety of merchandise in a 
closely knit network covering the country. 
And it is this closely knit network which 
manufacturers depend upon to stimulate 
interest in new brands and to sustain 
demand for olde r products. That this is 
so is demonstrated by the fact that pro- 
motion of new brands is done primarily 
through the small retailer. The larger 
entities will not stock a brand until it 
has demonstrated its effectiveness and 
saleability in the common market place... 

“And yet, it is a fact that the small 
retailer cannot afford to maintain the 
comprehensive variety of specialized items 
he must stock and store in order to 
render this vital service to the manu- 
facturer. 
to keep in business — the wholesale 
distributor who by the character of his 
selling, makes the small retailer viable. 

“The vast majority of retail outlets are 
severely undercapitalized. They require fre- 
quent service and constant turnover of 
their inventory. The wholesaler, by regu- 
larly and frequently canvassing their needs 
by extending credit, by rotating their 
stock, by advising them on new mer- 
chandising techniques, keeps open this 
indispensible channel of distribution for 
the manufacturer.” 


One factor alone enables him 
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HOWARD 
PERSONAL 
IMPRINT 
EQUIPMENT 


PROMOTES GIFT SALES OF: 


Xmas Cards — Book Matches — Writing 
Papers — Lead Pencils — Paper Napkins 
— leather Goods — Playing Cards — 
Gift Items — Fountain Pens. 











Howard Stamping 
Machine Co. 


4445 W. Belmont Chicago, | 
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Designed to take very little space, these 
clips will hold memos, menus, etc. erect, 
convenient and accessible. Many are used 
at telephones to hold and organize notes 
and reminders. Memo clips are carefully 
manufactured and have a brightly nickel 
plated base 2 %” in diameter, with a 
clasping arm 2-13/16” high, made from 
igh quality tempered and polished stain- 
less steel. Memo clips are packed 21 
pieces to a box. 

Write now for prices. Immediate 


delivery. 


L. D. Van Valkenburg Co. 


HOLYOKE, MASS. 


Quality Est. 1896 Service 
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August 21 — Western States regional 
Wholesale Stationers Assn. conference, 
Mark Hopkins Hotel, San Francisco. 

August 23-28 — New York Gift Show, 
Hotel New Yorker, Trade Show Build- 
ing. 


August 23-25 — August Gift Show, 


Spokane, Wash. 
Sept. 6-10—Dallas Gift Show 


Sept. 6-12 — 7th Educational Graphic 
Arts Exposition, New York Coliseum. 


Sept. 13-17 — Boston Gift Show, Hotel 
Statler and The First Corps Cadet 
Armory. 

Sept. 16—Canadian Conference, Whole- 
sale Stationers Assn., Westbury Hotel, 
Toronto. 

Sept. 20-23 — Denver Gift & Jewelry 
Show, Hotel Albany. 

Sept. 23-25 — First Business Equipment 
Exposition sponsored by Office Equip- 
ment Manufacturers Institute, Na- 
tional Guard Armory, Washington, 


D.C. 

Sept. 25 — Midwestern regional Whole- 
sale Stationers Assn. conference, Drake 
Hotel, Chicago. 


Quotation Corrected 

* Your column “Capsule Comments” is 
always interesting and helpful to me. 

When I first assumed my present posi- 
tion an over-enthusiastic copywriter dis- 
tributed a few news releases incorporating 
the quotation attributed to me in your 
July column. We did our best to retract 
this statement because it is definitely con- 
trary to my thinking developed through 
many years of selling machinery through 
franchised dealers. 

We know that our new dictating equip- 
ment (Minifon) is not an over-the-counter 
item. It will need the loyal support of 
specialty salesmen operating under profit 
controlled and _ profit 

I regret that appropriate notice did not 
reach you prior to publication. We will 
appreciate whatever steps you can take to 


reducing franchises. 


correct any erroneous impressions which 

the trade may have arising from the quo- 

tation printed in your July issue. 
Wally Moen 
Director of Sales 
Geiss-America 


Sept. 26-30 — National Stationery & 
Office Equipment Assn., Convention. 
Exhibit, Conrad Hilton Hotel, Chicago, 


Sept. 27-30 — Philadelphia Gift Show, 
Hotel Benjamin Franklin. 


Sept. 27-29 — Phoenix Gift & Jewelry 
Show, Hotel Wastward Ho. 


Oct. 4-10 — 22nd Annual National 
Letter Writing Week. 

Oct. 16 — Eastern States regional 
Wholesale Stationers Assn. conference, 
New Yorker Hotel, New York. 

Oct. 17-21 — Third annual Eastern 
Commercial Stationery Show, Trade 
Show Building, New York City. 

Oct. 19-23 — National Business Show, 
New York Coliseum. 


Oct. 25-27 — East Coast Regional 
OMDA meeting, Grossinger’s. 


Oct. 29-31—Western NOFA Area Con- 
ference, Exhibits, Ambassador Hotel, 
Los Angeles. 


CLASSIFIED 
ADVERTISEMENTS 


Deadline for classified advertisements is the 
fifteenth of the 2nd month preceding the 
month in which the magazine is issued. RATES: 
25c a word. Minimum Order: $5.00. Names 
and addresses are to be included in the count. 
Initials or sets of figures are to be counted as 
one word. 











LINES WANTED 





If Wisconsin, Minnesota and Iowa need 
representation, write us. We promote P 
moving items only, the way you want them 
promoted. Box 245, MODERN STATIONER 
AND OFFICE EQUIPMENT DEALER, | East 
First Street, Duluth 2, Minnesota. TF 
™. anufacturers Representative Selling Stationery. 
Department Store and Gift Store in Phila. 
Baltimore Washington area desires additional 
line. Box 246, MODERN STATIONER AND 
OFFICE EQUIPMENT DEALER, | East First 


Street, Duluth 2, Minnesota. 9.59 





FOR SALE 





BETTER GREETING CARDS. Exclusive 
European designs including French landscapes, 
costumes, Christmas glitter cards. LOWIN- 
SOHN—Imports, 83-20 141st Street, Jamaica, 
N.Y. 9.59 


For Sale: Greeting card racks (9) with new 
Norcross & Gibson stock. Delton, 51 Tarry- 
town Rd., White Plains, N. Y., ROckwell 
1-2900. 9-59 





HELP WANTED 





Side Line—Plastic Foam Brushes and Whisk 
Brooms to retail at 39c and 49c. ow = 
resume—territory covered. Louis 

Inc., 1225 Broadway, New York. ec) 


MANUFACTURER'S REPRESENTATIVE, exe 
cellent opportunity with leading manufacturer 7 
of transparent stationery products and pre — 
sentation binders. Profitable line, staple items, 7 
new sales plan. Good toreinagien available. 

Send complete resume, Box DERN 
STATIONER AND OFFICE EOUIPMENT 
DEALER, 1 East First Street, Duluth & 


nesota. 








BUSINESS OPPORTUNITIES 





Partner Wanted. 
Printing. 
industrial area. State os E “ 
money ready to invest. MODERN 
STATIONER AND OFFICE “EQUIPMENT 
DEALER, 1 East First Street, Duluth 2, rr) 
nesota. 
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Commercial Stationery and 
Strictly commercial. Angeles 
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s provided for your convenience. To obtain additional information on new prod- 


literature and advertised products 


in this 


gaber on the perforated card below, fill in your name, business address and mail the card 


ADVERTISED PRODUCTS 


101 Acco Products — Binder — page 65. 

102 Acme Shear Company, The — Scissors 
— page 36. 

103 Addo-x, Inc. —- Adding machine — 
page 66. 


104 Aigner, G. J. Co, — Index tabbing 
— page 71. 

105 All-Rite Pen, Inc. — Ball 
page 70. 

106 Alvin & Co., Inc. ——- Drawing supplies 
— page 75. 

107 Anco Wood Specialties, inc. — Draw- 
ing table — page 68. 

108 Apex Business Systems —— Business 
forms — page 80. 

109 Arrow Fastener Co. — Stapler — 4th 


pen = 


cover. 

110 Art Guild of Williamsburg, 
Greeting cards — page 52. 

11] Avery Label Co. — Labels, correction 
tape — page 77. 

112 Barber-Colman Co. — Electric eraser 
page 71. 

113 Baumgarten, Fred — Pencil sharpener 
— page 80. 

114 Bausch & Lomb Optical Co. — Magni- 
fiers — page 40. 

— Chalkboards, 
— page 81. 


Ns eckley-Cardy Co. 
116 Bee Paper Cy | Inc. — Drawing papers 
73. 


wel. 





— page 
18 — Arthur, & Bro., inc. — 
— page 80. 
ng a! Corp. — 
— page 59. 
120 Chicago Printed String Co. — Plastic 
ribbon — page 9. 


Adding machines 


12 


123 


1 Colonial Candle Co., inc. — Candles, 
holders — page 83. 

Craftint Mfg. Co., The — Paint sets — 
page 18. 

Cram, Geo. F., Co., 
— page 83. 
Cramer Posture Chair Co., 
— page 44. 

Cushman & Denison Mfg. Co. — Mark- 
ing devices, clips — page 80. 

Dixon, The Joseph, Crucible Co. — 
page 49. 

Eagle Pencil Co. — Documentary film 
— page 57. 

Eaton Paper Corp. — Letter papers — 
page 6. 

Ed-U-Cards Mfg. Corp — Games — 
page 84. 

Eureka Specialty Printing Co. — Ad- 
dressing labels — page 58. 
EverSafe Co. — Storage chest unit — 
page 79. 

Faber, Eberhard, Pencil Co. — Colored 
pencils —- page 10. 

Ferber Corp. — Pens — page 81. 
Force, Wm. A., & Co., Inc. — Number- 
ing machine — page 83. 

Gibson Art Co. — Greeting cards — 
page 41. 

Gibson, C. R., & Co. — page 47. 
Globe-Wernicke Co., The — Office 
planning kit — page 39. 
Graff, George B., Co. — Signals — 
page 81. 

Gulton Industries, inc. — Flashlight — 
page 63. 

Hammond, C. S., & Co. — Maps — 
page 83. 

Hammond, C. S., & Co. — Wall maps 
— page 72. 

Hoggson & Pettis Mfg. Co., The — 
Ticket punches — page 84. 

Howard Stamping Machine Co. — Im- 
printing equipment — page 86. 


Inc. — New globe 


Inc. — Stool 
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146 
147 


Hunt, C. Howard, Pen Co. — Pencil 

sharpener — page 80. 

International Paper Co. — Bond paper 

— page 4. 

Ketcham & McDougall, 

accessory -—— page 77. 

Kingsley Machire Co. — Monogram- 

ming machine — page 64. 

Koh-l-Noor Pencil Co. — Ball point 

pen — page 79. 

Leathercraft, Inc. — Business cases — 

page 35. 

Linck, O. E., Co., Inc. —— Decorating 

device — page 53. 

Liston Pencil Corp. — Marking pencil 

—- page 42. 

Melind, Lovis, 

74. 

Micropoint, inc. — Pen and holder — 
73. 

Newbury Guild — Christmas cards — 

page 37. 

Olivetti Corp. of America — Typewrit- 

ers —— page 6). 

Oxford Filing Supply Co. — Filing 

supplies, new catalog — page 11. 

Pearl Engraving Corp.—Adding ma- 

chine — page 75. 

Phillips Publishers, Inc. 
45. 

Plan Hold Corp. — Filing systems — 

page 78. 

Sterling Plastics Co. — page 77. 

Print-O-Matic Co., Inc. — Duplicating 

equipment — page 46. 

Reader's Digest — Dictionary — 3rd 

cover. 

Regency Thermographers 

letter printing — page 79. 

Replogle Globes, Inc. — Globes — 

page 71. 

Roberts, Weldon, Rubber Co. — Erasers 

— page 60. 


Inc. — Phone 


Co. — Seals — page 


— Games — 


— Raised 





Please print or 


type information 
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115 
129 
143 
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171 
185 


Advertisers Products: 
132., 413. B14 
126 127 128 
140 «141 142 
154 155 156 
168 169 170 
182 183 184 


New Products: 2 3 4 
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66 67 68 69 70 


7 8 9 0 11 12 
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Note: inquiries for items listed not serviced after 3 months from date of issue, 














ADVERTISED PRODUCTS 


— Register forms 


pen — page 62. 


fiers — 74. 

174 Typewriter Distributors, Inc. — Portable 
typewriter — page 78. 

175 Nile Running Studio — Bridge tallies, 
display — page 73. 

176 Van Valkenburg, L. D., Co. — Memo 
clip — page 86. 

177 Ward, Samuel, Mfg. Co. — Albums, 
scrapbooks —- page 43. 

178 Waterman Bic Pen Corp. — Pens — 

3 


page J. 

179 Heines Publishing Co., Inc. — Card 
playing accessories — page 75. 
180 Heyer, inc. — Portable printer — page 
72 


181 Protectall Sate — Insulated files — 


page 17. 

182 A, W. Faber-Castell — Stick eraser 
— page 56. 

183 F. Weber Co. — Painting sets — 
page 8&2. 


184 Scripto, inc. — Ball pen — page 76. 
185 Labelon Tape Co., Inc. — Labels — 


page 67. 
186 Leedall Products Mfg. Co. 
writer ribbon — page 67. 
187 Muhlenberg Press — Bride's prayer 
book — page 84. 
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Portable Typewriters 
Vertical Files 

Spray Adhesive 

Address Book 

Vertical Sheet File 
impregnated Cleanser Paper 
Plastic Rulers 

Dummying Aid 

Drawing Table 

New Duplicator Line 

Tape Machine 

Stencil Kit 

Plastic Base Carbon Paper 
Drawing Pencils 
Duplicator 

Photocopiers 

Birthday Tableware 
One-time Carbon 
Viewer-Tracer Unit 

Gift Set 

Portable Sound System 
Dictionary 

Loose Leaf Reinforcements 
Household Money Bank 
Line Guide 

New Carbon Package 
Photo Department Fixture 
Contour Pen 

Electronic Dictating Machine 
Paper Trimmer 

Storage File 

Novelty Albums, Diaries 
Ribbon Dispenser 
Stacking Chair 
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your convenience. To obtain additional information on new prod- 
in this issue, simply circle the corresponding 
number on the perforated card below, fill in your name, business address and mail the card. 
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Tracing Folders 
Stacking Desk 

Power Converter 

Auto Desk 
Microfilming Unit 
Desk Accessories 
Spirit Duplicator 
Counter Display 
Telephone Accessory 
Bridge Player's Aid 
Inflatable Globes 
Talking Greeting Card 
Photocopier *) 

Felt-tip Pen Art Book Y 
Dictating System 
Improved Shelving ‘ 
Holiday Stationery | 
Engineer's Sketching Tool “ 
Portable Typewriter \ 
Desk Set 

Dictating Machine 

New Commercial Pencil 
Intermediate Electric Typewriter 
Self-Sticking Labels 

Magazine Rack “\ 
Tabulator Ribbon f 
Architect's Adding Machine / 
Notebook Accessory 

Slide Rules 

Greeting Card Bags 

New Giftwrap Assortments 
Personalized Card Album 
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To spark your 


back to school sales... 


Merriam picks the September Reader’s Digest! 


The Merriam-Webster people call it the biggest 
thing for dictionary dealers since they brought out 
the Webster ! 


Their new full-page advertising in the September 
Reader’s Digest will reach 35,000,000 good prospects, 
and tell them compellingly ten advantages of the New 
Collegiate found only in this Merriam-Webster. 


You'll feel the sales power of this Merriam message 
in your town, too. At least one out of every four of 
your local families regularly buys and reads a copy of 
the Digest. 


A Special Message From Gordon J. Gallan, 
President of the Merriam Co. 


“Because it recognizes and encourages their desire to 
farn, millions of thinking, educated people turn to 
the Digest every day. And these, of course, are the 
Prospects of greatest interest to our dealers. 


“Every month during the school year, for example, 
600,000 students—in half the nation’s high schools— 
use the special Educational Editions as a classroom 
fettbook, I understand. Each issue comes with a 


und-in section which emphasizes, and helps build, 
vocabulary. 





“Among parents, too, the Digest is a powerful educa- 
tor. Its readers obviously want more and more prac- 
tical knowledge for themselves—and their children. 
And, since parents find so much to respect and value 
in the magazine, they keep referring back to it, the 
Way you would a dictionary. For that reason, our ad- 
vertising should create a lasting—as well as immedi- 
ate—sales result.” 


Be ready. When the September Reader’s Digest goes 
on sale in your town (August 25), have enough Mer- 
riam-Webster New Collegiates on hand to meet the 
demand—and display the red-jacketed dictionaries 
prominently. 


Stock up and build your New Collegiate display now! 


People have faithin... 


fReaders Di gest 


Largest magazine circulation in U. S. 
Over 12,000,000 copies bought monthly. 
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Model 210 
HEAVY DUTY 


DE LUXE 


STANDARD 


STAPLER 
YEARS AHEAD IN DESIGN ... PERFORMANCE 


The strikingly styled Arrow 210 is the most advanced @ NEW Advanced Features 


stapler to hit the market in years! So many wonderful new 
features like “Full Time” Staple Control . . . Visual Refill 


Indicator . . . Multiple Stitch . . . ease of operation. . . @ NEW Exciting Colors 
perfect balance . . . make it truly an outstanding stapler 


value! Every office will love the smart appearance and SEE THIS NEW STREAMLINED 
smooth performance of the sturdily built Arrow 210! BEAUTY AT THE NSOEA SHOW 





@ NEW Modern Design 


CANADIAN REP.: 
Gordon Lightstone 
1180 St. Antoine Street 


Montreal 3, Que. ARROW FASTENER COMPANY, /NC. 


at gg REP.: 
M. Davis 


170 No. Roberston Blvd., 1 JUNIUS STREET e BROOKLYN 12, N. Y. 


Beverly Hills, Calif. 


Neo SS 4 ‘ AS 
VPN fCraiBWeyeeQ Q 
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